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An QOutsider’s View of Leather 


Prices 


Outlook and Analysis of the Leather Situation by Newman Smith, with 
Louis S. Oppenheimer, Member New York Stock Exchange 


tions that the leather industry 

has definitely started to come 
out of the depression which has 
gripped it ever since the close of the 
war. As expressed by one of the 
leading merchants, the industry has 
definitely turned the corner and it is 
the first time in the past seven years 
that, from all angles, the outlook ap- 
pears favorable. 

The leather industry is different 
from most other industries in that 
it is essentially a by-product busi- 
ness. Raw material with which it 
operates is limited by the consump- 
tion of meat products. If there is a 
large demand one season for copper 
or cotton or wheat, the following sea- 
son there is usually greater mining, 
planting or seeding. Whereas, this 
industry cannot obtain a greater sup- 
ply if there is a shortage, inasmuch 
as hides and skins are produced and 
regulated by the consumption of 
meats, and unless there is a greater 
demand for meat, there can be no 
enlarged supply of hides and skins. 

Since the beginning of the year 
there have been sharp advances in 
the price of hides, which are current- 
ly at levels averaging over 50 per 
cent above the year’s lows. This ad- 
vance has been due to the reduced 
cattle slaughter and limited imports. 
For the first five months of this year, 
the number of cattle slaughtered is 
reported to be one-half million be- 


L would appear from all indica- 


low the figures for the same period 
of 1926, and this rate of decrease 
may be expected to continue through- 
out the rest of the year. The South 
American kill, from which we obtain 
the major portion of raw hide im- 
ports, has also been showing a de- 
cline as compared with last year. 
During the first four months of 
the current year, exports of hides 
and skins from the United States 
were about 20 per cent greater than 
last year, whereas imports were 
nearly 10 per cent smaller. When 
the rise in hide prices began in 
the spring, tanners were unable 
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How will the shoe merchant tell the 
wide world shoes are higner in price? 


to obtain better quotations for 
leather, even though it was selling 
below replacement costs. But as the 
advance continued and it became ob- 
vious that it was based on a sound 
reason, they have been able to bring 
the level of leather prices up some- 
what, although it is still below the 
parity of the raw materials. How- 
ever, it is not unusual for leather 
prices to lag behind an advance in 
hides and skins. Leather company 
Officials say the prices of raw ma- 
terial and of refined leather are now 
established at a moderate level and 
probably will remain so. In re- 
sponse to the advancing leather 
prices, most of the shoe manufac- 
turers are already indicating that 
there will be an advance in the price 
of shoes due to the increased cost of 
manufacturing. 


OST of the tanning companies 

are operating at a greater ca- 
pacity than for some time in the past 
and the shoe manufacturers are 
working at full capacity, and in some 
cases incoming orders are substan- 
tially ahead of production. 

It must be pointed out that higher 
prices in the leather industry at the 
present time should affect earnings 
of the companies favorably, inasmuch 
as we have every reason to believe 
that inventories on hand were pur- 
chased at advantageous prices. 















HE largest single shoe store 

I in the world, finding that its 

service to mankind has been so 
much appreciated in New York, now 
thinks it advisable to extend that 
degree of perfection in shoe fitting 
and comfort to a number of large 
cities throughout the country. It is 
quite revolutionary in the policy of 
the house of Coward, for after 
stepping up from Greenwich 
Street in old New York to 
Forty-seventh Street in new 
New York, it now takes a long 
step to West Street, Boston. 

The Boston Coward store, 
which opened this week, is at 
the corner of West and Mason 
Streets, and occupies 15,785 
feet of floor space, a good half 
of which is devoted to stock. 

Until this year the Coward 
business, one of the most 
unique in the shoe trade, has 
been conducted on the site on 
which it was founded by 
James S. Coward in 1866. In 
the sixty-one years following 
its establishment, the business 
grew until the Coward store, 
by additions and expansions, 
came to occupy nearly a whole 
block on Greenwich Street, 
) New York, in a section de- 
voted entirely to business, 
away from the main traveled 
paths, and in a location that, 
by all the measuring sticks of 
the trade, is one in which a 
shoe business could not be 
done. But business was done 
in this location, so much busi- 
ness, in fact, that the store in the 
last few years has been credited with 
doing a bigger volume of shoe busi- 
ness than any other single store in 
the country, if not in the world. The 
fact that the store carries a larger 
range of sizes and widths and makes 
a specialty of fitting feet that are 
hard to fit, and also does a tremen- 
dous orthopedic business, made it 
unique and distinctive among shoe 
stores. 

James 8. Coward, during his life- 
time, was often advised to open 
branch stores. New York had grown 
tremendously since the days of the 
establishment of the store. The resi- 
dence section of the town was miles 
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Reaching Out for New Trade 


Coward Business, tinsof Oldest in Country, Starts 
on Policy of Branch Store Expansion 


from the Coward shop, yet Mr. Cow- 
ard stuck to his old location and to 
his decision to have but one Coward 
store. When his son, John M. Cow- 
ard, succeeded to the business, he 
carried on his father’s policy, but be- 
fore his death a few years ago was 
considering favorably the idea of es- 
tablishing branch stores. The pres- 





John M. Coward, 2nd, grandson of the founder 
of the Coward business 


ent head of the business, John M. 
Coward, 2nd, has decided on a policy 
of expansion, the slow building up of 
branch stores in the larger centers 
of population throughout the coun- 
try. 

The first gesture in this direction 
was the opening, earlier this year, of 
an uptown branch of the Coward 
store on Forty-seventh Street. This 
store was opened after negotiations 
for a suitable location in Chicago had 
been dropped. With the uptown 
New York store definitely estab- 
lished, the Boston store was next de- 
cided upon. Mr. Coward says that 
he has no other definite location in 
mind, but that his general policy will 





be to open new stores when suitable 
locations develop. 

“When I inherited this business,” 
said Mr. Coward, who, despite his 
youth, is a veteran shoe man, “TI de- 
cided that I wanted to do something 
more with it than let it run itself. 
My grandfather founded the business 
on certain principles which built it 
into a success, and which | 
shall keep inviolate. His 
prejudice against opening 
additional stores, however, 
had nothing to do with his 
business principles. There is 
no reason why the Coward 
policy of merchandising shoes 
cannot be successfully carried 
out anywhere. 

“The establishment of 
branch stores by our organiza- 
tion is more difficult and in- 
volved than in most concerns. 
We must have adequate space, 
and this is difficult to find. 
We cannot establish a branch 
in anything less than 15,000 
feet, and would like to have 
more. For every foot of sell- 
ing space we require a foot 
for stock purposes, and the 
space must be at least nine 
feet high. We feel that we 
cannot merchandise adequate- 
ly on less than 100,000 pairs 
of shoes in stock. That, of 
itself, presents quite a prob- 
lem, as you can readily see. 

“There is the problem of 
personnel. One of our policies 
is the absolutely accurate fit- 
ting of customers. Every one 
of our salespeople is specially trained 
in accurate fitting and our method 
of fitting. Before opening a new 
store we have to have a trained per- 
sonnel ready, and this training takes 
time. We opened our Forty-seventh 
Street branch a few months ago with 
about twenty people. Business there 
has expanded so rapidly that now we 
have a force of about eighty-five per- 
sons in that branch.” 


NE of the most interesting 
phases of this expansion policy, 
to which young John Coward seems 
definitely committed, is that he has 
no intention of changing his mer- 
chandising tactics. Strange as it may 
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seem, the same methods, the same 
kind of selling, and even the same 
kind of merchandise is selling in 
Coward’s uptown branch, in a.neigh- 
porhood replete with the ultra in 
style, as is selling in the old Green- 
wich Street store, sandwiched in be- 
tween blocks of wholesale produce 
houses and other wholesale establish- 


ments. 
“Even I was surprised to find that 


a shoe that went over big in our 
downtown store went over big up- 
town,” said Mr. Coward with a smile. 
“J say I was surprised, but I was also 
gratified, for, against the advice of 
most of my friends, I put into the 
uptown store exactly the same mer- 
chandise we were carrying down- 
town. All of which proves that the 
principles upon which my grand- 
father founded this business are 
absolutely right. The right shoes, 
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Mr. Coward, in center, and the sales force of the newest Coward 
store in Boston 


of people who bought shoes from the 
window only. He wanted to build up 
a clientele, to make real customers 
who came back for more shoes, for 





Se Or rr. 


Entrance to the Boston Coward store 


the best quality and perfect fitting. 
First, we get the last right, then put 
into it the best materials and work- 
manship that we can. If anyone can 
tell us how to produce better shoes, 
we'll do it. But all this would mean 
nothing unless the shoes were prop- 
erly fitted to the individual customer. 
That is our fetish, and the secret, if 
it can be called that, of our success. 
A good shoe is a good shoe any- 
where, on Greenwich Street, on 
Forty-seventh Street, in Boston, Chi- 
cago, or any other large city. 


“PIIHIS also explains why we are 

not desirous of getting what 
some people call a 100 per cent loca- 
tion. We don’t need a store where 
the traffic is heavy, or in a main busi- 
ness center. My grandfather pur- 
posely established this store off 
Broadway, for he said he did not 
want the transient trade, the custom 


all of their shoes, all of their lives. 
He built such a business, and I want 
to carry it on in just the same man- 
ner.” 

Because of the big business in 




















orthopedic footwear, those who don’t 
know are likely to think that Coward 
does not handle style shoes. This is 
a grave mistake. The Coward or- 
ganization always has handled such 
shoes, but has not increased the pro- 
portion of style shoes handled to any 
extent. 

“We have to have style shoes,” said 
Mr. Coward. “If we fit a woman, 
whose feet need special shoes, to a 
comfort or orthopedic shoes, who is 
going to sell her the dress shoes that 
are necessary to round out her ward- 
robe? We want and get that busi- 
ness, too. Some of our style shoes 
are made over special lasts and in- 
corporate some of our orthopedic and 
comfort features. Some of them do 
not. However, in selling a woman 
style shoes, we make sure that she 
gets a shoe that will not injure her 
feet, or undo the corrective work that 
our other shoes are doing.” 

Incidentally, the Coward organiza- 
tion employs a shoe stylist, whose 
salary is one of the largest in the 
shoe trade. 






Interior of the latest Coward branch, Boston 
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7 Getting More Shoes Sold Right 


Control of Radicalism 


T has been argued that “this country can con- 

trol any outbreak of anarchism or Bolshevism; 
there is nothing to fear.” This is quite true; we 
can and would control it. We all have faith, too, 
that we can control fires which may break out, or 
epidemics of small-pox. Nevertheless, we do not 
permit torch wavers to run about unrestricted, nor 
permit the spreading of small-pox; we use the 
ounce of prevention, to forestall the need of pounds 
of cure. 

Why not the same tactics, with reference to in- 
sidious and dangerous moral poisons, which are 
fully capable of wreaking as much destruction as 
fire or pestilence? It becomes a question of plain 
business sense, as to the best means of dealing with 
a danger. And just as we would restrain Fagins 
trom teaching boys to become skilled thieves and 
pick-pockets, just so should we bar the instruction 
of the childish-minded, of any age, in false princi- 
ples and incendiary doctrines, based on criminal 
theories of destruction. 

No, these doctrines will not rule America; but 
they are doing insidious damage, in many places; 
promoting discontent, forming a smoke-screen for 
the advance of the criminal, injuring the interests 
of every honest merchant or manufacturer or work- 
ingman—all of whom have an identical interest in 
law and order and sane economics. 

The Government has so far laid but a timid and 
faltering hand on certain gentry of foreign extrac- 
tion who have been busy with the most un-Ameri- 
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can of doctrines here. Why the timidity? Has 
courage ever failed to meet emergencies, in this or 
any other land? Is there any possible substitute 
for sense? There are none: and there should be 
no squirming evasion in a search for any. 

Bolshevism is an absurdly childish and ridiculous 
thing, to be sure; but an overgrown giant with a 
child’s brain is a menace to his neighbors wherever 
he is found. The Bolshevist has a ten-year-old 
brain; but when such a creature seizes power the 
results are not a laughing matter. When Folly and 
Ignorance seize the throne, Crime slyly slips to the 
front, to guide, direct and rule. And where does 
the looting begin? In stores and factories. Have 
you an interest in a store or a factory? 


Battle of Locomotion 


BOUT the time that Mr. Chrysler was deliver- 
ing himself of his now famous utterance that 
“walking is not a desirable or necessary means of 
locomotion,” a western shoe merchant made this 
declaration : 

“Automobiles going down in price and shoes go- 
ing up, means that we will have to readjust some 
of our buying and begin to consider that our worst 
competition is the automobile.” 

The Westerner went on to say that it would be 
a difficult matter to get the public to accept higher 
prices when the general tendency of prices is 
downward. In the same week announcements of 
cuts in prices were made by no less than three 
great automobile manufacturers and one maker of 
household refrigerating machines. Clearance sales 
were beginning all over the country. Prices were 
being slashed unmercifully on high grade shoes. 
Almost simultaneously some of the shoe manufac- 
turers sent out the word that from 10 cents to 25 
cents a pair advance in shoe prices had been found 
necessary. 

It is a queer situation that faces the retailer. 
He loses money on some of the shoes he bought a 
few months ago and pays a higher price for new 
shoes to take their place. 

It all sums up that retailing will become mor: 
of a business and less of a game. Men will quit 
saying that they are “in the shoe game.” The) 
will tell themselves that they are in a business tha’ 
requires more thought, more careful planning, an 
as the westerner says—more readjustment in buy 
ing. Also they will have to accept the automobil 
as their “worst competitor” and begin to do some 
thing about it. 

If Mr. Chrysler means his assertion as an out- 
and-out declaration of war on walking, shoe mer 
will have to take up the gage of battle. 

Perhaps, after all, it will take the heat of a 
good fight to stir the shoe trade into renewec 
activity. 
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“Passing the Buck” 


FTER a long time spent in arguing, pro and 
con, side-stepping and walking backward, the 
manufacturers decided that they could not enter 
jnto an educational campaign to “make men shoe 
conscious.” 

The old army game came into vogue once more 
and the buck was passed to the retailers. When 
the proposition was first suggested a wise old chap 
who has been active in the shoe business for a quar- 
ter of a century gave his opinion of it as follows: 
“If anything is ever done in the way of educating 
the public to the true worth of shoes it will have 
to be done by the retail merchant. The manufac- 
turers will not do it. In the past twenty years I 
have seen no less than half a dozen movements pro- 
posed, discussed and agitated. They blossomed 
and died. Once it was a movement to limit styles. 
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Dominating Your Town 


N the RECORDER of July 23 Harry Locey, the live 
shoe man of Visalia, Cal., said a lot in a few 
words concerning advertising in the smaller cities. 
In this issue plans are laid for opening a fall sea- 
son with a “boom.” In the small town newspaper 
there is very little competition. The average shoe 
merchant in the smaller city does not advertise. Just 
why he does not is something of a mystery to those 
who realize the wonderful opportunity offered him. 
Rates are low and the advertising columns are not 
overcrowded. He could do a fine job and get a sub- 
stantial return if he would only see his chances as 
others see them. The big town merchant is handi- 
capped by a high rate and a large volume. He is 
compelled to use large space to command attention. 
The small town merchant can dominate the page 
with very little cost if his advertising is carefully 
planned. To him we offer this suggestion. Adopt 
more of the big fellow’s ways in advertising and 
pay much less for it. Advertising is not a .myste- 
rious thing. 


High Pressure Methods 


NE of those bell ringing, house-to-house sales- 
men called a busy housewife from her daily 
grind to the front door and gave her this wonder- 
ful selling talk: ‘Well, 











lady, I come to tell you 











ae That one came up regularly, once a year, at the 
3 of manufacturers’ meetings. It would have been 
this easier to corral a herd of wild elephants than to 
get the manufacturers together on anything like 
 go- that. Sometimes the proposed movement would 
bene get under way with seemingly flying colors but the 
haa interests of a handful would halt it.” 
There are a few manufacturers who are so far 
" ahead of the general run that it is amazing to see 
her how they have outdistanced the running. These 
* few have always been 
of in the forefront of = 
wee every movement that 
of tends toward the bet- 
_ terment of the trade. 
ae But there are others, a 
me great many, more’s the 
ae. pity, that balk and 
25 block every construc- 





tive effort. The pro- 
gressives could sit back 
and say that they were 
sitting pretty and that 
there was no need of 
their entering any co- 
operative movement. 
They might say that - 
they were so far ahead 
of competition that 
they could rest on their 
oars. But, no, they have 
never taken that selfish 
viewpoint. They have 
been in the forefront 
whenever any construc- 
tive general action has 
been proposed. It is 
always the few who 
do the bulk of the 














well worth making. 






thing you don’t want. 








The ‘Reason Why 


KENNEY’S BOSTONIAN SHOE STORE 
Baltimore, Maryland 


The best evidence of the value of the Boot AND 
SHOE RECORDER to us is the fact that we continually 
renew our subscription from year to year. 

How any shoe man can get along without the 
ReEcorDER we fail to understand. Every issue is 
read thoroughly by our salesmen and they obtain 
many valuable sales arguments therefrom. 


Yours very truly, 
(Signed) W. C. KENNEY 


The proof of the pudding is in the eating. 

Mr. Kenney most assuredly would not continue 
to pay good money for the RECORDER, year in and 
year out, unless he knew that it was an investment 


It isn’t human nature to continue to buy some- 


Suit & Tin 
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that if you want one of 
our machines you had 
better get your order in 
today. We are oversold 
for six months and we 
can’t promise delivery 
inside of that time un- 
less you gimme your or- 
der right now.” The 
lady smiled a sweet sad 
smile and replied: “Oh, 
well, I suppose I shall 
have to get along as 
best I can without one 
of your machines. Good 
day.” And she _ shut 
the door in his face— 
none too gently. Do you 
think that telling her 
“higher prices for 
shoes” is going to sit 
any better on her mind 
than the proposed 
shortage of washing 
machines? She _ will 
“get along somehow.” 
Talk fit and style but 
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President. 
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Better Care of the Feet 


National Association of Chiropodists Plans 
Fall Campaign for Foot Betterment 


ALLAS, TEX., (UT- 
D PS) — The Chiropo- 

dists of America are 
to carry their plea for bet- 
ter care of the feet and for 
inspection of the feet of 
children directly to the peo- 
ple of the country this fall. 
It was decided during the 
closing hours of the annual 
convention of the National 
Chiropodists Association to 
send a number of the best 
informed men of the profes- 
sion throughout the coun- 
try to lecture before parent- 
teachers associations, school 
authorities, school classes 
and others. These men will 
urge that mothers and fath- 
ers give more attention to 
care of children’s feet to as- 
sure better health when they grow 
to man and womanhood. The lectures 
will be illustrated, it was said. The 
money for the expense of this edu- 
cational campaign will come from the 
national association and the state 
organizations. Local organizations 
will also contribute to the fund. It 
is expected the series of lectures will 
begin with the opening of the public 
school terms or shortly thereafter. 


T the closing of the recent con- 
vention in Dallas, Texas, it was 
voted to establish a foot clinic at 
Dallas. The decision to establish the 
clinic here came after the discussion 
of the possibilities of such clinic by 
Dr. Joseph Lelyveld, chief of the foot 
clinic of Boston and director of re- 
search and public relations work of 
the association. 

It was announced that Texas and 
local chiropodists will immediately 
make a survey of the feet of police- 
men of Dallas and that from that the 
work will be extended to all classes of 
persons. The Dallas clinic will be 
equipped to handle 15,000 pairs of 
feet annually, it was said. Dr. J. A. 
Herschell of Galveston, president of 
the state association, and a staff of 
chiropodists to be selected, will have 
charge of the work at the Dallas 
clinic. 

From Dallas it is the hope of the 
association that the work of foot in- 
spection will be spread throughout 
the State and the Southwest. It is 


Eventually every shoe store will contain, or be affiliated 
in service to, a Podiatry Parlor in the better care of 


the feet of a nation 


expected clinics will be established 
in other Texas cities before the Dal- 
las institution is in existence long. 

At the annual election of officers 
the following were named for the 
ensuing year: 

Dr. Frank P. Hayden, Boston, was 
reelected president for the second 
time by a unanimous vote. Other 
officers chosen were: Dr. C. W. Fow- 
ler, Detroit, Dr. E. A. Kraft, Phila- 
delphia, Dr. Joseph Lelyveld, Boston, 
Dr. George Scherer, Jr., Los An- 
geles, Dr. M. S. Harmolin, Cleve- 
land and Dr. P. M. Wellman, Little 
Rock, vice-presidents, and Dr. W. V. 
Ramsburg, Minneapolis and Dr. R. 
E. Snick, Indianapolis, members of 
national council. 

Indianapolis was selected as the 
next meeting place for the national 
association. Several cities have al- 
ready put in their bids for the meet- 
ing in 1929. 

The convention adopted a resolu- 
tion to make a thorough investiga- 
tion of so-called ‘“doctor’s’ shoes, 
foot remedies and foot appliances in 
order that the public might be pro- 
tected against fradulent vendors of 
these products. The committee to 
make the investigation will be headed 
by Dr. Lelyveld. Dr. Lelyveld was 
also named to cooperate with the 
better business bureau and the Fed- 
eral Trade Bureau. In discussion it 
was brought out that it is as essen- 
tial to have the feet inspected and 
causes of aches, etc., removed from 


time to time as it is to have 
the teeth cleansed at the 
dentist’s office or the glasses 
changed by the oculist. 

The men and women were 
warned against “quack corn” 
doctors and were given some 
“home remedies” for “corn 
cures.” These “remedies” 
consisted mainly of remoy- 
ing the cause of the corn, 
and the main cause was giv- 
en as ili fitting shoes, a situ- 
ation, the Chiropodists said, 
which would cause a good 
many other foot evils. 


HE contestants also were 

instructed in the best 
style of shoes for their par- 
ticular feet and told that 
lighter shades of hose are 
preferable to dark shades. The 
Chiropodists said cotton hose are 
preferable to silk in that they absorb 
perspiration more freely. 

In the clinics and the demonstra- 
tions, the Chiropodists dispensed 
with the use of technical language. 
They talked a tongue the laymen 
could understand. They told men and 
women how to cure tired and aching 
feet without use of “patent medi- 
cines.” Bathing the feet in hot salt 
water would stop most of the ordi- 
nary aches, caused by tight shoes, 
etc., the foot doctors said. They 
warned against “soaking” the feet 
and stressed the fact that they should 
be bathed. 

Another thing stressed at the clin- 
ics and demonstrations was the ne- 
cessity of blood circulation in the 
feet. The Chiropodists told the at- 
tendants how to obtain fre circula- 
tion and what advantage it would 
have on the feet and the general 
heatth. 

Women were urged to wear shoes 
that fit, not to crowd “a bushel of 
feet in a peck of shoes” merely to 
make the world believe they have 3 
small foot, and then suffer the “to: 
tures of the damned” for their va) 
ity. People attending the clinics an: 
the public meetings were told wit 
ordinary care of the feet and tl 
prudence of the common mind in s 
lection of footwear, a great deal « 
the foot troubles would be elimi 
nated; in fact, would never begi! 
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— wr Let the women know you know styles. aR 
some \ : ; 

se AS Knowing garment styles helps shoe style selling. > 
dies” Y 

mov. @ Black leads for coat and dress. 

corn q Navy or midnight blue coat dresses in wool fabric or crépe 
giv- satin. 


sitii- Browns show increasing strength—in wood tones for cloth 

said, coats, in chestnut and copper tones for velvet afternoon 

rood ; dress and ensembles. 

@ Golden shades appear in flat crépes and cantons. 

q Wine reds, not so intense as formerly, maintain their prestige. 

(| Beige and gray are accented in sheer crépes. Gray is seen 
in coats. 

@ Straight silhouette in many coats; front or side flare the 
feature of the season. 

q Tailored dress looms up as most prominent for autumn—but 
not a stiff mannish model. ‘ 

Most models one piece; two piece effects gained by two- 
fabric combinations. 

q Skirt lengths unchanged. Broken hem lines. Irregular hem 
quite pronounced. 

{ Browns in all tones pronounced in sportswear, mixed with 
yellow, white, beige. Greyish effects good. Black smart. 
Blues and greens well thought of, also some shades of rose, 
red and tweed mixtures. 

§ Sport silhouette remains slender, with concealed fullness. 
Sheer, soft woolens—wool georgette and wool voile—en- 
croach upon silks in sports frocks. 

Tailored type in fur coats, a formal, simplified treatment. 

q Black will be pronounced in fur fashions generally, except 
for sports wear. Black caracul, trimmed with brown Kolinsky. 

@ Gloves more conservative in design and color (note this). 
Cocoa shades from light to dark; including champagne 
mode, beaver and sable. Black is good, trimmed with beige, 
white, or gray. 

q Matching of hosiery with furs predicted (important). Gun 
metal, sheer black again strong, specially with black velvet 
for afternoon. 

| For evening, with black, nude or neutral tones. 

{ “Wood browns” in a wide range of tints and shades. 

{ Clocked hose will be favored—mostly open variety. 

Chiffon hose popular. Mesh hose a high style note. 


Highlights of fashion by R. BE. Andruss—Merchant-Economist Service, New York 
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Making Every Dollar Bring Two 


Plans for a Small Shoe Store 


Direct Advertising 


Center illustration 


A folder with three price groups; 


Fall Opening 


How to Start the Season in a 


Store Doing $20,000 Annually 


one for men, one for women, one for 


children. 


price of the men’s shoes, and the 


same for the women’s and children’s. 
The folder can be made in a size de- 
pendent upon the number of shoes 
to be displayed. 


Newspaper Advertising 
Left hand illustration 


Where territory is more or less re- 
stricted the newspaper does not fig- 
ure so prominently, but merits con- 
sideration and where possible should 
be used. In the newspaper space the 
three figures would be used with the 
caption, “We’re for the Family’s 
Fall Shoes,” and the following copy, 
“Fall footwear that you will like. We 
lay special emphasis on the prices 
because we are giving so much for 
the prices asked. Men’s shoes, simple, 
dignified, smart and _ well-fitting. 


The title of folder to be 
“We’re for the Family’s Fall Shoes.” 
A figure of a man made out of the 
































Women’s shoes trimmed with many 
ingenious patterns in overlays and 
underlays. Children’s shoes just 
‘bubbling’ with life and prettiness.” 


“Sandwich Man’ 
Illustration at right ~ 


As a novelty and tieup with the 
idea of animated prices hire a man 
to walk in the vicinity of the store 
with the price of men’s shoes, for 
example, covering him. Do the same 
with women’s and children’s. A 
costumer will make a costume that 
will cover a man entirely, leaving 
just a peek-hole for his eyes, and 
here you have the ‘animated price.’ 


One might have three men with al! 
three prices to parade in a row. 


Moving Picture Slide 


The same picture used in the news- 
paper and direct advertising could 
be used here with the following copy, 
“We settled the prices a person ought 
to pay for shoes and then we went a 
the business of getting all we could 
for you for that money. You'll see hoy 
this works to your advantage whe) 
you see our new Fall Shoes. We’ve 


got some surprises here for you.’ 

For the merchant handy to a 
motion picture house the movie slide 
is a good thing. He knows there are 
so many hundred people each da) 
whose eyes are focused on the spot 
where his ad will appear. 


Window Display 


A merchant’s ingenuity will be 
adequate to the supplying of the 
fall feeling as regards foliage, and 
to tie up with the newspaper, mo- 
tion picture slide and the sandwich 
man cutouts made by a window sign 
painter of these same figures can 
be used for the display of three 
groups of shoes which come under 
the one-price head. Arrange the 
shoes so that ribbons can be run 
from each shoe to the ‘animated 
price’ for each group. 
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Newspaper Advertising 


With More Money to Spend 


How to Get Results Early This Fall 


Fall Merchandising in Store Doing 


$50,000 Annually 





SET day for the fall open- 
A ing and a newspaper ad- 
4. vertisement with pictures 
of models employed to show 
shoes. The copy for this adver- 
tisement to be as follows: “Step- 
ping Into Fall Shoes—products 
of the best designers that will 
jind their way onto the feet of 
our women customers. Patterns 
as active and colorful as the 
scurrying leaves as they carry 
the zippy message of brisk 
days, but every woman would 
like to see how those shoes she 
likes appear in ‘action.’ On 
our models one has a chance 
to ‘see ourselves as others see 
us.’ ”” 
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showing fall activities of the 


male. The title would be “Step- 
ping Up” and start off with a 
morning bathroom scene, another 
walking to the office, etc. The 
copy for this would be as fol- 
lows: “The brisk fall feeling is 
conveyed in the sharpness of the 
atmosphere and we want to get 
some of this down into your feet 
through the medium of better 
fitting shoes, and we want to 
supply some of this briskness in 
the smartness of the shoes you 
wear.” 

Starting off the talks on the 
day’s activities thus: “The 
minute you get out of bed you 
start striking the rough edges. 
It may be a dull razor that 
ruffles you a bit or something 
else, but it won’t be ‘sloppy 
slippers’ if you have a pair of 
these sleek, comfortable ones.” 
And then crisp little talks on 











each succeeding style. 
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Direct Advertising 


Letters written in long hand by 
the models describing the shoes they 
are wearing, telling how they fit and 
giving descriptions of the shoes 
which seem to appeal most to women 
for fall. The copy might run some- 
thing like this: “Isn’t it odd. Out 
of all the many fall patterns there 
are only a few for each woman. How 
to select those few is a real task. 
You’d think so if you should hear, 
as I do, the many expressions of re- 
lief at being able to actually see 
shoes in their relation to a gown and 
hosiery. Now I’m going to let you in 
on a few secrets (minute descrip- 
tion of how certain leading styles 






go with certain gowns and how a 
strap affects the size of an ankle, 
etc.).” 
Window Display 

The newspaper advertisement 
can be reproduced in _ life-size, 
that is in greatly enlarged size, so 
that the shoes can be displayed 
themselves, the ones that appeared 
in the newspaper ad. From the 
actual shoes that appear in the ad 
ribbons can be run to other shoes 
in the window in the same style 
“family.” Caption, “Our Advertise- 
ment Comes to Life.” 


Direct Mail Advertising 
A folder to fold up accordion shape, 











For the women’s folder the cap- 
tion, “Smart-Set! Go!” and a hu- 
morous light treatment of the subject 
of correct shoes in ther relation to 
disposition. 

A mailing card with copy some- 
thing like this might be sent out, 
“It will surprise us if you don’t come 
in within the week to see our Fall 
Shoes. 

“We'll feel about as you would 
after preparing a dinner for hubby 
and his guests only to have him call 
up at the last moment to say they’ll 
eat in a restaurant. 

“You see, we’ve really spread our- 
selves to give you exactly what you 
like and need in fine shoes for fall.” 
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Selling Style All the While 


Autumn Offers a New Cycle of Fashion 


“Copy” Suggestion for Newspaper 
Ad 


On the first night of the Russian 
Ballet in a fashionable box party 
gathering a pair of sandals fashioned 
in woven strips of gold kid were seen, 
and right there began the develop- 
ment of another of our styles. 

Our every Fall style bears the 
stamp of its origination—the bright- 
est moods of the world’s cleverest 
women are sincerely reflected in their 
pattern and finish. 


“Copy” Suggestion for Booklet 


Copy for booklet entitled “Selected 
for Their Beauty”—It is hard to put 
your finger on the exact reason for 
one shoe being more distinctive than 
another, yet in two shoes of exactly 


Cj oO 


the same pattern there can be the 
greatest difference imaginable. 

“One may sparkle with the spirit 
of a thousand fancies in line, fit, form 
and color; the other will leave a 
mediocre feeling in which pride of 
possession doesn’t enter. 

“It is a difference which may be 
summed up in the word “Beauty” 


Fall Merchandising in Store 
Doing $100,000 to $200,000 
Annually 
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and this covers the complete run of 
emotions. As a writer expresses this 
quality, one has ‘IT’ and the other 
hasn’t.” 


Newspaper Advertising 


Photographs of Fall scenes at 
fashionable places with comment on 


G 
& 


9 
. 
.} 


what is being worn can be used in 
addition to the shoe styles shown. 


Direct Mail Advertising 


Booklet with title “Selected for 
Their Beauty.” In this booklet re- 
production of celebrated statuary 
can be used to bring atmosphere into 
the advertising. 


Window Display 


An enlargement of booklet cover 
for window display card and a piece 
of statuary to convey the idea of ex- 
clusiveness. 


Novelty Idea 


A tag in the shape of a leaf in 
golden brown attached to shoes with 


Ml 


a little style story of where that 
style originated. 

In a store of this size simplicit) 
is the important thing. 

The advertisement and _ booklet 
suggestions here can be enlarged 01 
to any extent, there being in thi 
case a big city artist’s services avail 
able. 
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4k idea that women want 
something new in the way 
of shoe styles every time 
they come into the store is a lot of 
bunk. They may think they want 
something new, but really they 
don’t. You can show them and sell 
them the same old pattern over and 
over again. I’ve done it.” 

This is Jim Craig speaking, from 
his office in the shoe department of 
the Keely store in Atlanta, Ga. Jim 
is the czar of this department and 
also the czar of shoe styles worn 
by a good many of the women of 
his town. 

Jim plays the style game. He 
always has plenty of novel things 
on hand, but when it comes to real 
selling he concentrates on a few 
good numbers and moves them in a 
steady stream from his shelves and 
onto the feet of Atlanta women. 
And he has plenty of competition, 
too, for in one block in Atlanta 
there are three shoe stores and shoe 
departments. 


IM is a doer and not a talker. 

When he was asked to tell the 
story of his wonder shoes he hesti- 
tated. Didn’t see anything wonderful 
in selling close to 9000 pairs of the 
same pattern in four years. Just 
natural, that’s all. No secret about 
it. All you have to do is pick a good 
number and stick to it. 
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Four years ago he took charge of 
the Keely shoe department which 
did about $42,000 a year. Not 
enough to suit Jim. He cleaned out 
the old stock, which consisted of a 
host of odds and ends at all sorts 
of prices, most of them under $10, 
and started building a new depart- 
ment along.the lines he had shaped 
in his own mind. He broke away 
from cheap merchandise and put in 
new lines to retail at $10 to $15, 
concentrated on a few styles and 
ran the business up to $140,000 last 
year and expects to go over $150,000 
this year. He has just bought some 
shoes to sell as high as $17.50 this 
fall. 


6c HIS wonder shoe, as you call 

it,” said Jim, “is a mighty good 
fitter with just enough ‘pep’ to it to 
give it a bit of interest. It is a 
high riding one-strap model with a 
floating strap at the throat, 
anchored in the center. No matter 
how high or low the instep is, this 
shoe fits perfectly. I carry it in 
eight different ways at all times 
and have stocked it in as many as 
eleven ways. With the exception of 
whites, I have never cut the price 
on a pair ef these shoes since I put 
them in. Of course I stock it in 
different heel heights and in all 
sizes from 2 AAAA to 10 C. 


Style is Often 
“The Bunk” 





“The women may think they 
want something new, but 
really they don’t, so sell ’°em 
the same pattern over and 
over again” 
says 
Jim Craig, 
of Atlanta 


When I first offered this shoe and 
found it was such a good fitter and 
met with the approval of a large 
number of customers I decided to 


make it my main seller. I didn’t 
cut the price a bit. The shoe al- 
ways has sold at $11 and $12.50, 
depending upon the materials. I 
advertise it occasionally and show 
it in the windows, but beyond that 
do nothing to exploit it. However, 
when a customer comes into the de- 
partment, she usually is shown this 
shoe, and usually she buys it. Many 
of them buy it over and over again. 
In fact, I have one customer who 
has bought fifteen pairs of this shoe 
in the last four years. She asked 
me recently when I was going to 
have an anniversary celebration on 
the shoe.” 


HE shoe to which Mr. Craig re- 

fers is one of the line of the 
Joseph Starr Company, Brooklyn 
manufacturers, who say that their 
production of this one pattern in the 
last three years has accounted for 
20 per cent of the entire output. 
Other dealers have made it a staple 
also. 

The whole idea, according to Mr. 
Craig, may be summed up in these 
words—“Get a good number and 
stick to it.” 
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=). RETAIL SHOE SALESMAN 


LETS GET MORE SHOES SOLD RIGHT 
THROUGH LEARNING HOW TO DOIT! 


—WT a il 
ADVANCEMENT THROUGH “KNOW~HOW’ 


— | 


Edited by Helen M.Haney 


“Smile Your Way to Success” 
Says Mary Jane Schindler, Age 22, Now Retail Shoe Merchant 


ARY JANE SCHINDLER 
M is proprietor of the Mary 

Jane Boot Shop of Easton, 
Pa. This young lady of 22 years 
was a school girl only a few years 
ago. Later, she became a retail shoe 
saleswoman. She recently wrote us, 
sending in her guess on the age of 
Miss Dolly Gertrude Romsey, spon- 
sor and supervisor of fifty-five sales- 
people at Abraham & Strauss shoe 
department, Brooklyn, N. Y., and 
complimenting Miss Romsey on her 
successful salesmanship. ‘the Edi- 
tor thought that Mary Jane, herself, 
deserved an introduction to our 
readers, so we wrote to her asking 
her for her picture and for an ac- 
count of her business career. Here 
it is. Miss Schindler wishes to 
emphasize a rule that she has found 
effective in shoe selling. She feels 
that it is not advertised nearly as 
much as it might be—and that is— 
“Smile always.” 


Starts Selling at 15 years 


“T never had any idea, whatsoever, 
of being in the shoe business, but 
since I felt that I should go into 
business, and having always sold 
shoes and having admired this 
branch of the trade, it happened in 
the following manner. A slight 
illness of a short duration caused 
me to leave high school before. 
graduating, and upon my recovery, I 
began working for a shoe concern. 
This was at the age of fifteen. 

“At the age of seventeen, I man- 
aged a store, which consisted of 
everything ready-to-wear, for the 
family, and which also held a fair 
sized shoe department. This posi- 
tion I held until last September, 
when I looked over the shoe store 
formerly owned by ‘The Holland 
Bootery.’ 

“TI am not a Pennsylvanian, but 
until the time of my taking over this 


“store was a resident of Hagerstown, 


Md. This also was my birthplace. 

“The illness and death of my be- 
loved father caused me to go into 
business, as I realized what a great 
help I could be to my mother and 
my little sisters and brothers, and I 
also figured that I could do just as 
much for myself as I could for some- 
one else; this I’ve found to be very 
true. 

“There is much competition in 
Easton, especially in the line of 





Here is Mary Jane 
Schindler, Propri- 
etor of The Mary 
Jane Boot Shop, 
Easton, Pa., form- 
erly retail shoe 
saleswoman. Miss 
Schindler states 
that she is 22 years 
old—is five feet, six 
inches tall — with 
dark brown hair 
and brown eyes— 
she says that she 
weighs 130 pounds, 
and that she has 
found that “While 
it is painful to 
crack one’s head, it 
is not painful to 
crack a smile.” 





cheap shoes, and although we’ve been 
handling some shoes of a cheaper 
grade, I’ve found out that it pays 
to handle something just a little 
better than your competitors. 


Declares for Higher Grades 


“T’ve also found out that a cus- 
tomer often times forgets the pur- 
chase price of a shoe, even though 


it be a cheap shoe, and only knows 
that the merchandise was far from 
satisfactory. With the shoe market 
going up higher daily, it’s going to 
be a difficult matter to acquire very 
cheap shoes, so I have felt that it 
might be just as well for me to 
begin now to handle better numbers. 

“We guarantee all shoes sold, and 
since there are so very few returned, 
I find one makes a customer by so 
doing, and wins thus the good will 
of the public. 

“IT also have found out that one 
can carry a nice line of A’s and B’s, 
too, and that it is very unnecessary 
to stock up heavily on same. Twelve 
pairs of each likable number will 
bring the necessary results. 


Children Like Novelties 


“As to attracting the children’s 
trade, I can only give this reason: 
that we carry just as many novelties 
in this line as we do in growing 
girls’ shoes. Children admire pretty 
novelties just as much as do the 
grown ups, and since they are so 
easily obtainable, why not do so? 

“My store is not large and I must 
admit that five or six can do all the 
required selling at the busiest time. 
My sales people are allowed to pass 
their opinions as to the shoes I pick 
for stock. This gives them courage 
and puts ambition into them. 

“The Boot AND SHOE RECORDER 
gives us all very valuable tips, and 
I should also add that it provides a 
silent teacher to anyone interested 
in shoes. Thanks to your magazine. 


Likes Advertised Lines 


“T’ve also found that the better 
advertised a brand of shoe is, the 
better seller it is, at all times, and 
in children’s shoes, we handle na- 
tionally known lines; but of course, 
with women’s novelties, it is not at 
all necessary.” 
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First Prize Won 
By H. M. JEFFRIES 


Jackson Bros.’ Dept. Store, Mt. Airy, 
N.C. 


Here’s the winning letter: 

If I were manager of my store, I 
would first take inventory of myself, 
see where my defects were, and over- 
come them. 

Then inventory every member of 
the sales-force, check up on their 
short-comings, tell them my findings, 
have them correct their faults, and 
if they did not, then I would replace 
them with more efficient salespeople. 

I would keep a record, both of the 
sizes sold and the sizes left in stock. 

I would keep a customers’ size rec- 
ord, and encourage my sales-force to 
increase phone and mail orders. 

It would be necessary for my sales- 
force to turn in “lost sales slips” 
giving reason sale was lost. This 
would enable me to increase turnover 
by knowing why customers did not 
buy. 


Courteeus and Efficient Salesforce 


Now as to the sales-force. My 
sales-force must be courteous and 
efficient, capable of rendering first 
class fitting service, and must be 
posted on the goods carried in his 
department. Salesmen that would 
misrepresent goods, or slip by sales 
that were not right would promptly 
get a “Pink Slip” from the office. 

I would offer incentives to the 
sales-force. I would pay a straight 
salary and a commission on their 
sales. This plan makes salesmen feel 
a personal interest in the business. 
We know that a salesforce can make 
or break any store, as they are in 
direct contact with the buying pub- 
lic. 

Play Style Game Close 


I would play the style game close, 
making a longer profit on the novel- 
ties, and at the wind-up, place a 
premium on the odd pairs as an in- 
centive for the salesmen to move 
them. 

Close attention would be paid to 
my window-trims. There is no bet- 
ter way of advertising than displays 
of seasonable goods. Windows of the 
store are the eyes and they reflect 
the class of store that is back of 
them. 

I would give service to my custo- 
mers, and through advertising I 
would gain new customers, as well as 
retain the regular ones. 





Second prize goes to Victor J. 
Marks of Marks Shoe Store, Dan- 
ville, Pa. 
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noted educator has said: 
“Tell me how you spend your 
leisure time and I will tell you 
what kind of a man or woman 
you are.” “Personnel develop- 
ment is recognized as one of the 
fundamental requisites to suc- 
cessful merchandising, and _ its 
worth has been demonstrated 
time and again,” says the Cham- 
ber of Commerce of the United 
States, and then cites instances 
where, recognizing the impor- 
tance of systematic training for 
store employees, many local 
chambers of commerce, in co- 
operation with local merchants, 
retail salespeople, and school au- 
thorities, have established edu- 
cational courses for retail sales- 
people. The various universities 
of the country now have avail- 
able courses to help retail shoe 
salesmen become more valuable 
to themselves, as well as to their 
merchant employers. 

We would like to hear from 
our many retail shoe salesmen 
and saleswomen friends as to 
whether or not they are going 
to take advantage of any of the 
many educational courses by 
which they may become better 
shoe sellers this fall and winter. 
It may be a course in business 














Here is what he wrote: 

I would clean out all old stock 
first. Budget the business as to buy- 
ing, selling, advertising and overhead. 
Keep a perpetual inventory. Keep 
a record of all sales with the custo- 
mer’s name, address, size shoe and 
preferences. Keep customers posted 
by mail of all store events. Sell 
for cash only. Never have a mark 
down sale, but sell all shoes in sea- 
son regardless of costs. Mark up 
shoes according to value not costs. 
Handle well known makes of shoes 
and above all, sell shoes by fit, not 
by looks. Treat all customers as 
guests of the store. Trim the win- 
dows once a week at least, keep the 
store clean and attractive. Adver- 
tize consistently. Make a profit on 
all sales. Guarantee all merchandise 
and refund money if necessary. Read 
and study the BooT AND SHOE RE- 
CORDER and every other good paper 
pertaining to shoes and leather that 
I can get a hold of. 


ust Prize Problem Will 
Bring $15 to Retail Shoe 
Salespeople 


What Are Your Educational Plans for Fall and 
Winter Months? 





psychology; in shoe _ construc- 
tion; in window trimming; in 
English; or in a dozen or more 
useful subjects. 

No man is too old to still 
learn. Some men are old at 20— 
some are young at 70. No man 
is old who still thinks he has 
something to learn. 

The question for this month is 
—WHAT ARE YOUR EDUCA- 
TIONAL PLANS FOR THIS 
FALL AND WINTER? 

Ten dollars for the best an- 
swers to the current problem. 

Five dollars to the second best. 
Poor composition and bad spell- 
ing are secondary considerations. 

Cash prizes of $15.00 will be 
distributed to the two retail shoe 
salespersons who give us_ the 
best answers. 

SEND YOUR ANSWER TO 
THE EDITOR OF “THE RETAIL 
SHOE SALESMAN,” BOOT AND 
SHOE RECORDER, 207 South 
Street, Boston, Mass., SO THAT 
IT WILL BE RECEIVED NOT 
LATER THAN SEPT. 7. 

Winners will be announced in 
this department Sept. 17, 1927. 
Only men and women actually 
engaged in selling shoes and 
hosiery at retail are eligible to 
enter this contest. 





Dolly’s Age Will Be 
' Announced September 17 
BROOKLYN, N. Y.—In the “Retail 
Shoe Salesman” section of the RE- 
CORDER of July 16, we asked our 
readers to guess the age of Dolly 
Gertrude Romsey, sponsor and super- 
visor of 55 salespeople at the Abra- 
ham & Strauss shoe department 
here. Miss Romsey’s picture was 
presented, and some facts about her 
business career. It was announced 
that a pair of Jiffy riding boots, 
made by the Menzies Shoe Co., would 
be presented to the man or woman 
who first gave the best guess on the 
age of Miss Romsey. The contest 
closed August 1, but as all of the 
letters containing the guesses are 
not available at the time of our going 
to press, announcement of the win- 
ner will be made in these columns 
in our issue of September 17. 
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LASALLE EXTENSION UNIVERSITY 








This is the original Douglas Condition Map, in use over thirty years for business purposes. 
retarded growing season, the outlook for the crops is better than it was a number of weeks ago. 


Despite a 
There 


are, relatively, few dark shadings on the map. Improvements are noted in Nebraska and sections of Iowa 
and Kansas where the crop conditions and outlook are better; and in Delaware where garden-truck prices 


and conditions are on the upgrade 


Business Men Now Say—“Let’s Go!” 


By Archer Wall Douglas 


In Cooperation with the Research Staff of LaSalle Extension University 


HE business situation at pres- 

I ent is one full of promise. 

We have been passing through 
the usual seasonal lull in most lines 
of production and distribution, and 
we are approaching the time when 
activities take on new life and re- 
newed vigor. 

There is no occasion for business 
to throw off all restraint and jump 
into high-geared production and 
selling; but there is a sound basis 
for aggressive action on the part 
of producers and merchandisers 
generally. 

We have transacted a large vol- 
ume of business in this country for 
almost three years now, and our 
doubters have been anxiously wait- 
ing for signs of recession which 
would fulfill their predictions of an 
impending slump. They have picked 
up a number of such signs recently 
and there has been a lot of head 
shaking. “Prices coming down; 


competition increasing; profits di- 
minishing; employment declining” 
—this is the burden if their theme. 

Business has not been deaf to 
these rumblings. It has been keep- 
ing an ear close to the ground. It 
has had plenty of money and plenty 
of production facilities to set off a 
lot of fireworks, but in the main it 
has refrained from excesses. 

The seasonal let-down has been 
a good thing for business. There 
is not now a great deal of slack to 
be taken up. There are problems 
to be faced—there always are—but 
none that is impossible of solution 
because of overindulgence in the 
old-fashioned prosperity stimu- 
lants. 

We have had no buying orgies, no 
great accumulations of stocks in 
most lines. Market channels are 
unclogged and the purchasing pow- 
er of the masses is still high. 


There are going to be opportunities 


for aggressive, efficiently managed 
business in the months to come— 
for businesses that study closely 
the desires of consumers and cater 
to these desires. 


OME markets, of course, will be 

better than others, and the indi- 
vidual business can do little to 
change the buying power in its mar- 
ket, especially where that market 
has a limited scope. But there are 
often unrealized opportunities for 
reaching the buying power that 
does exist, even though it is some- 
what limited. 

Many producers, many manufac- 
turers and many merchants plug 
away on the same old line of at- 
tack year in and year out, varying 
their methods but little in du!! 
times and flush times. They con- 
tinue to sell their goods as goods, 
not as means of satisfying people’s 
desires for utility and convenience. 
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QUAKER BROWN 


Color 22 


strikes the exact color note 
for Fall .... You can specify 
it with complete assurance 
of color “rightness” and cer- 
tainly of sustained quality. 





QUAKER CITY MOROCCO CO. 


519 Huntingdon St., Philadelphia 
95 South St., Boston 
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“Mule” of the 17th Peatury | 


e “mule” succeeded the soft leather > < 
noe of the 16th century. T his sturdy / ‘Sir Walter Raleigh 
’ - was very solicitous about 


shoe brought sorrow to the clog- | ‘dee coment of bis queen. 
The queen, however, like so 


makers for it possessed a heel and sole. Heels | ee 


of nearly six inches in height were the vogue. sacrificed her foot comfort to 
follow the dictates of fashion. 


The “mule” was more ornamental than useful .. «Present day footwear— 
— it was beautifully embroidered with colourful thanks to improved shoe-mak- 
¢ ts . | ing methods and materials — 
silks. This shoe was worn by the ladies of | combines style with comfort. 
That’s why progressive shoe 


Elizabeth’s court and the Venetian aristocracy | epanentaiataeeninnion 


their shoes with (elastic— 


who ‘were slaves of fashion. The Quality Box Toe. 
; = we. 


United Shoe Machiner Catenion 


- BOSTON. ‘MASSACHUSETTS 
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Sane Styles At Sane Prices 


Janet 


Patent, all Satin 
(20/8 Vg waranty + +h saad 


‘94.00 


Patent Vamp. Light Brown Serpen- 


tine Quarter 
(20/8 Spike—14/8 Cuban) 
(A-B-O) 


Patent Leather 
(Slide Buckle) 
(19/8 Spike—14/8 Ouban) 
e pattern on Medium Toe 
arity, ary Env Ouban) 


‘08.85 


oe 
t Leather 
(17/8 vypike—14/8 Ouban) 


Round Toe 
19, 7) “Spike 14/8 Oudan) 
_ (B and 0) 
$3.50 
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Margot 
Hané Turn 


Once again the pendulum has 
swung. Once again simpler styles 
are in demand. 


Many a live merchant has found 
here a stock that invariably is 
‘way ahead of these changes—a 
delivery service that he can de- 
pend on, enabling him to make 
money on style merchandise. 


Merchants Shoes are fairly priced, 
according to the high quality of 
materials and workmanship em- 
ployed. 


Yours truly, 
Geo. M. Rosen, Gen’] Mgr. 


Patent Leather 
Black Satin 
(19/8 Spike—14/8 Cuban) 
(C only) 
83.50 


51 


Irene 


Patent, Black Ooze Saddle 
Patent, Natural Reo Saddle 
All Patent Leather 


$4.35 
Black Ooze, Gun Metal Saddle 


Brown Ooze, India Brown Saddle 
(20/8 Spike—14/6 Cuban) 


atent Leather 
(19/8 ‘Spike —ia/s Cuban) 


[a8 


Bettina 
Patent, Black Kaffor Kid Strap 
(17/8 Spike—14/8 Cuban) 
(B and ©) 
$3.50 


MERCHANTS SHOE COMPANY 





57 Lincoln Street Boston, Mass. 
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HE fall mode in costumes, as 
exemplified in the early showings 
in fashion centers, has several 
marked characteristics which stamp it 
as distinctly different and new. The 
silhouette is not only more feminine, 
but softer and more drapey fabrics are 
being used. The tendency toward less 
severity is the outstanding style note of 
the new season. Women, a bit tired of 
the boyish bob and the boyish figure, 
perhaps, are turning to more feminine 
types of costumes. 
Softness in outline is achieved by the 
use of soft fabrics. Satin is decidedly 





17 SMITH ST.) BROOKLYN 


Autumn 
/ means the 
opening of 
the formal 
season and with 
it comes a ten- 
dency towards 
shades of red which 
are promised success 
for evening wear. 


In anticipation, LAX & 
ABOWITZ has modelled this 
stunning evening slipper in red 
satin with gold kid straps and heel. 
; Ry “Pampie” red is 

The “Ritz” is but a forerunner of LB a the color designa- 
many other authentic patterns we shall RBar. Mt tion given this 
soon be featuring for this important eo ne2 HN | French imported 

season. THER evening dress by 
Best & Company. 
It is made of 
sheer crépe, with 
fluttering dra- 
pertes at the 
shoulder and side 
of the skirt. 
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Two tones of 
satin, tan for the 
blouse and brown 
for the skirt, 
fashion this in- 
teresting two- 
ptece costume 


shown by Rus- 


DRIGGS AVE 
DOKLYN 


seks 


in vogue and crépe satin, with both 
sides employed to achieve a two-tone 
effect, is the choice of many of the lead- 
ing Paris style originators. Black, of 
course, is the outstanding and leading 
color, with shades of tan and brown 
probably next in importance. New color 
notes have been introduced with new 
shades of dark red, somewhat lighter 
than those in vogue a year ago, and 
new shades of blue, lighter than navy 
blue and with a decidedly grayish cast. 

The vogue for satins is evident not 
only in day frocks, but in evening 
gowns as well. Here the colors include 








The 
“Shelton” 


PREMIER presents 
this snug-fitting gore 
pump as an impor- 
tant contribution to 
the Fall costume. 


The materials em 

ployed—brown 
suede and genuine 
lizard trim oi a tan 
shade—are especially 
good since they 
blend = admirably 
with colorings of a 
similar hue _ pre- 
dominant in dress 
materials. 


\nother smart note 
which exacting 
dressers will be 
quick to discern is 
the air of refined 
simplicity about the 
“Shelton.” 
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not only black and white, but the pastel 
shades as well. Sheer fabrics such as 
the chiffons and velvets also are finding 
an important place in the field of eve- 
ning gowns, which show a general ten- 
dency toward soft outlines and the 
liberal use of fluttering draperies to 
achieve still further softness. 

While the tendency is toward the 
A smart GEO. BAKER model that more feminine type of costume, the 


eialieal eo 3 a two-piece dress, which came into vogue 
a > Spee. Saerac this summer when the craze for sports 


teristics of the new Fall mode—the clothes reached its height, is still making 
a strong bid for favor this fall. Devel- 


increasing vogue for blue and the 
oped in two-tone colorings they still 


outstanding significance of Oxford 
types in footwear. 


Several shades of blue are being fea- 
tured. The particular color combi- 
nation shown here in the ““Mandy”’ 
is ‘Patria Blue”’ and a lighter shade 
of ‘‘Blue Abbo’’ patent. 


GEO. BAKER Shoes are always in 
strict conformity with the Mode. 

a . (~ Blue, as a fal 

YT color, is leaping 

GEORGE BAKER jj, This dress, em 

Yj; ploying both thi 

sides of crép 

satin, ts of “Tile’ 

lighter th v) 

GEORGE W. BAKER SHOE CO. gol lla 

Courtesy o 

Franklin Simon 


Yi 
yy into importance 
et 
“SHOES OF CHARACTER” Yr 
] | lustrous and dul 
Made by blue, a shad. 
343 Classon Avenue, Brooklyn, N. Y. tinct grayish cas! 
MAKERS OF QUALITY TURN FOOTWEAR & Company 
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Tiles al oy 


v 4 a 





Vorth, who de- 
signed this day 
dress, employed 
the popular black 
crépe satin as a 
fabric medium, 
using both sides, 


” $ } 

the lustrous for i , i 
the skirt and the Hine bs | ae ee = The “Judy - 
dull for the sur- i ea . 
plice. The surplice Im ces Satin is the fabric choice in 
is trimmed with A Soa i Pe i fi many new dress imports, 
bands of the lus- | wi | P| a ame replicas of which leading 
trous black satin yD MV) iH EE _— ; > 
and the sleeves Malelh eS shops are offering for early 
and neckline show Rs Se Fall. 
a narrow facing i i. ti. UNITY, in customary 
of pink satin. ti: a 7 : 

, a: jl BE fashion, presents its ver- 


Courtesy of ; 
Franklin Simon sion of the right shoe to 
& Company. HE complete the satin en- 


semble. 























“Judy,” a delightful new 
strap model, appears here 
in black satin moire, 
trimmed with black satin. 
A further detail is noted in 
the fact that many dress de- 
signs carry the same motif 
occupy a high place among the modish | 3. as this shoe. 
costumes for the fall. i | 

Trimmings also show the feminine 
tendency. Floating draperies, usually 
at the side of the skirt and on one 
shoulder, are widely used both on day 
time dresses and evening frocks. The 
skirt drapery often falls below the hem 
line, in some cases as low as the ankle, 
giving a hint of longer skirts than we 
have been ‘seeing. Narrow belts, with 
rhinestone buckles or other ornamenta- 
tion, finish many of the newer evening 
dresses, and also have been adapted, in 
less elaborate form, to day time use. 
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“I say to you it can be done. 


I say there is only 


ten to thirty-five cents difference in the price of a pair 
of shoes between a big loss and a fair profit for your 


business. 


I know it is no more difficult to sell a pair 


of shoes at $6.60 than at $6.50, at $7.25 than at $7.00.”’ 


—Anthony H. Geuting, President N.S.R.A., 
The Curse of the Shoe Trade. 


ful booklet, 


in his power- 


HEN Mr. Geuting said that, he voiced the most progressive— 
the most rousing and constructive idea in the industry today. 


It was more than a key-note. 
merchants to go into action. 


It was a bugle call—the signal for keen 


What’s more, Mr. Geuting put into a few vivid, dynamic words the vital thought 
behind the new sales policy and the new LEWIS LINE of shoes for men which 


we have been working out, planning, and styling for several months. 
and the selling plan are now ready for the keenest retail merchant of men’s 


in every American city! 

In fact, the very manufacturing pol- 
icy, which is the cornerstone of every 
retail merchant’s success in the re-sale 
of a nationally advertised and trade- 
marked shoe, was planned for this mod- 
ern, cooperative, business-like purpose 
of assisting the retailers of the Lewis 
Shoe to gain their fair reward in profits. 

Here you have the first of the trade- 
press advertising messages announcing 
Lewis Plus Fives, Lewis Big Sixes, 
and Lewis Royals—three super-value 
LEWIS SHOES. They are to be 
NATIONALLY ADVERTISED in 
magazines having a guaranteed circula- 
tion of MORE THAN 3,500,000 as 
shoes which are manufactured to mect 
exact standards of quality—not to fit 
a fixed price. The shoes are advertised 
to the consumer as PLUS VALUE 
ALWAYS—the prices are advertised 


shoes 


as ranging from $5—OR A FEW 
CENTS MORE WHEN HONEST 
LEATHER COSTS US MORE—up 
to $7 and $7.50. 

And every one of 50 STYLES in the 
Lewis line shows to the expert merchant 
and to the casual eye of the public so 
much PLUS VALUE, so much BIG 
VALUE, so much ROYAL VALUE 
in pattern, leather, and shoemaking that 
every dealer can cast into oblivion the 
weak and ruinous policy of competitive 
price-cutting and adjust his mark-up to 
his proper selling-expense. 

“IT say to you it can be done,” said 
the leader of the nation’s great shoe re- 
tailers association. And with sincere 
admiration for Mr. Geuting as a mer- 
chant and as a leader, I say “It HAS 
been done.” 


Division of Lewis A. Crossett Co. 


The shoes 


August 20, 1927 


Ghe . 
wis ews ewis 


Shoe Shoe Shoe 
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I Say it has been done 


THE NEW Lewis Lines are on the road—every pair pat- 
terned to blanket its price-range and put selling-power im 
your show windows. Catalogues, dealer-displays for each 
line, price-tickets, merchandising ideas and NATIONAI. 
ADVERTISING are on the way—-ready to start the Fall 

season off with a rush. 

Plus-style, plus-quality, and plus-value to meet ail 
personal and local preferences! The Lewis Shoe is 
not merely three “new lines’”—it’s a new, thor- 
oughly up-to-date, and completely planned 
method of impreving your retail busi- 

ness in men’s shoes. 
Here are shoes for successful 
retailers to sell at an adequate 
profit. Write or wire for 
an advance showine. 


Splendid patterns and ma- . = Big achievement in smart 
terials in ‘many - styles, : : shoe-making—many styles 
with famous imported and 4 ~ : with well known full grain 
domestic upper leathers, . calf uppers, fine quality 
smooth bleached calf lin- oP. soles, solid leather counters 
ings, solid leather counters. / and bleached calf linings, 
ee a ee to retail at $6 with an 
or any , a excelle vrofit 

retails at $7 to $7.80. oe 


Plus “snap. and go” 
in many styles with 
full grain calf up- 
pers, and long wear- 
ing soles. Excellent 
value to retail at 
85 to $5.50. 


Lewis Shoe Company 


Division of the 


LEWIS A. CROSSETT CO. 
North Abington, Mass. 


ews W1S W1S 
“Shoe “Shoe Shoe 
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Obtain the Superiorities of Silk-Stitching 
The Cost isOnly 5c to 1c More per Pair Across the Board 


CONTRARY to general opinion, silk stitching is not 
These Leaders of the expensive. The average woman's shoe can be stitched with 
Shoe Industry silk at an additional cost of less than }4c per pair. The 
Stitch Their Shoes With average man’s shoe stitched with silk costs from Mc to 1c 
more per pair. The most elaborately stitched sport shoes 
CORTICELLI GILT EDGE and novelties seldom cost more than 3c more per pair! 

SILK MACHINE TWIST Considering the great superiorities of silk stitched shoes, 
EDWIN CLAPP & SON, INC. these costs are negligible. Samples are silk stitched and the 
W. L. DOUGLAS SHOE CO retailer has a right to expect silk stitching, so why not 

é jaan: Feels use silk? An easy way to hold and increase business! 


M. A. PACKARD CO. We welcome the opportunity to submit guaranteed facts 

i and figures to any manufacturer or wholesaler who is in- 
THE RICKARD SHOE COMPANY terested in giving his trade better value at negligible difference 
BANCROFT WALKER COMPANY in cost. 


BLISS & PERRY COMPANY THE CORTICELLI SILK COMPANY 


130 Essex St., BOSTON __ 136 Madison Ave., NEW YORK 
And many others 1314 Washington Ave., ST.LOUIS 159 St. Paul, ROCHESTER 


: GILT EDGE 
SILK MACHINE TWIST 


E) 


3W’s Lenox Shoes 
In Stock 


SHOES BOUGHT NOW 
COST LESS 











“Lenox Welt Plain Blucher”’ 


PLAIN TOE CUT OUT «ae. 
BLUCHER OXFORD da rR 2109—Child’s Patent, 2 to 5. .$1.40 


3109—Child’s Patent, 4 to 8 1.65 


Patent Colt aa — 
4109—Child’s Patent, 842 to 11 1.95 
1 
ot : = to os ' 5109—Misses’ Patent, 111 to 2 2.30 
—_ to . — 
“ —— 2108—Child’s Tan Calf, 2 to 5. 1.40 


Trlratratratralral 
Yew 


pS SOT SSS OS Oa SS A ea 


6613—(Broad toe) 24% to 54%. 2.50 
7613—(Medium toe) 3 to 6% 2.50 3108—Child’s Tan Calf, 4 to 8 1.65 
“Arch Support” 4108—Child’s Tan Calf, 8% to 
Gun Metal Sizes 4 to 8—EE 11 ne 

1g! 1023—Women’s Black Kid... . $2.65 5108—Child’s Tan Calf, 11% 

2 i wh 53 cm Sag oo 1024—Women’s All Patent... 2.70 to 2 oat 
2 & wen ‘3 ; 1017—Women’s Black Kid Lace — 

6614—(Broad toe) 242 to 54%. 2.50 Oxford... 2.65 3138—Child’s Gun Metal, 5 to 8 
7614—(Medium toe) 3 to 6% 2.50 Arch support with long counter and 4138—Misses’ Gun Metal, 81% 
y steel shank pieces. co fH .. be 


— «o | Weimer Wright & Watkin Co. 


4615—8'% to 11 
5615—11% to 2 39 S. SECOND ST. PHILADELPHIA, PA. 
6615—(Broad toe) 2% to 5% 2.50 ¢€ FACTORY: ANNVILLE, PA. 
7615—(Medium toe) 3 to 642.2.50 Samples Sent at Our Expense 








ey Meee 
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Style No. 2444 


The “Therice Y” Model in Patent 
Leather—Natural Oriental Trim. 


HERE splendid style 

and consistent quality 
are paramount, the Dingley- 
Foss line holds the leadership 
in volume novelties at popu- 
lar prices. 


ey 


Co-operation with our factory 
in the early placing of orders 
will mean better and more sat- 
isfactory service all around. 


mural 
SOtuts 


DINGLEY-FOSS SHOE CO. 


Fabric Shoe Manufacturers to the Wholesale Trade 
AUBURN, MAINE 


BOSTON SALESMEN’S OFFICES, 54 LINCOLN STREET 


re. 
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IN STOCK 








PR dl , “Araby” 
FASTEST LINE : IN THE U. S. A. 











Covered Heel 
B-573—Black Satin......$4.25 Goodyear Welt 


B-572—Patent Leather... 4. 
B-575—White Kid aye 4648 -380-S84 S. See... 


White Satin .... 4. Grain Calf Trim 


B-' 
B-618—Black Velvet . B-199—Tan Calf 
Grain Calf Trim 


“Louise” 


“Lark?” 





B-672—Patent 
B-212—Black Velvet, 15/8 
Cuba: 


WIRE S0b 0004 8 GET rm 
OR B cceseee BUSY 8-282-_rat,, 15/8 Gua. 4. 


eete ’ B-230—Black Satin, 15/8 
B-739—Patent Leather...94.50 WRITE! Term: NOW! Cutan Heel 4 


s 
Net 30 Days B-226—White Satin, 1 
B-733—Gun Metal Calf.. 4.50 -- — i Spanish Heel 7 


THE MENIHAN COMPANY .., gngiana ofice: 


Pittsburgh Office: SHOEMAKERS FOR WOMEN Draper Hotel 


Boury Bowe ROCHESTER, N. Y., U.S.A. ~  gisorr'ta’Montat 











ELLIOTT LA MONTAGUE 


New York Office: Cleveland Office: Oakland, Calif., Office: 
846 Marbridge Bldg. 1599 Union Trust Bldg. 424 Belview Ave. 
B. W. MOYLAN A. F. JENKS H. S. KUSHINS 
Los Angeles Office: Chicago Office: 


107 East 8th St. Majestie Hotel 
Cc. E. VAN DE GRIFT F. J. SATEK 


MAKERS OF MENIHAN ARCH-AID SHOES 
WRITE FOR AGENCY PROPOSITION 

















“as wt ehh Lh tant oe a 


foo @. 


an ae | he ol’) om oe oe) 

















Shoe Merchants News 


in the Boot and Shoe Recorder 











NATIONAL NEWS 


SATURDAY, AUGUST 20, 1927, 


EVERY WEEK 








(,oodman Soon to Move Into 


Own Three Story Building 


Baltimore Shop Dealing in 
Men’s Shoes to Occupy 
5,000 Square Feet 


BALTIMORE, Mp. (UTPS) — Good- 
man’s Good Shoes, one of Baltimore’s 
largest and leading exclusive men’s 
shoe stores, owned and operated by 
Harry Goodman at 22 West Baltimore 
Street, will move into its own new 
home at 25 West Baltimore Street, 
where it will occupy a_ three-story 
building. The change will be made 
about the middle of September follow- 
ing the completion of the remodeling 
of the building, work upon which is 
expected to begin within the next week. 
The building has been purchased by the 
Goodman’s Good Shoes from Archer’s 
Laundry, Inc., for an undisclosed con- 
sideration. At the new location the 
shoe store will occupy about 5000 sq. 
ft. of floor space. The present quar- 
ters of the shoe concern are under the 
Hotel Caswell, soon to be razed to pro- 
vide a site for the new $6,200,000 ene 
Baltimore Hotel, to be erected for the 
Lord Baltimore Hotel Company. The 
hotel, which will be the largest in Bal- 
timore, will contain 716 rooms, will be 
twenty-two stories high and have nine 
stores on the ground floor. 

Mr. Goodman, who is well known in 
shoe circles, having been for a number 
of years shoe buyer of one of the larg- 
est department stores in this city prior 
to entering business for himself, is 
pleased at making the change, as the 
newly self-owned building will give 
him much necessary additional floor 
space and it will also enable him to 
have the store arranged according to 
his own esthetical shoe tastes. The 
building, which will be co letely re- 
modeled, will be nal mes in every 
respect from the display window to the 
interior fixtures, all of which will be 
new and the latest word in their re- 
spective fields. 

_ A feature of the new store will be 
the. opening of an orthopedic shoe de- 
partment for men, in which corrective 
and scientific shoes will be featured ex- 
clusively. This will be an innovation. 
for, while corrective shoes have been 
carried, they were only carried in a 
general” way with the regular stock of 
men’s footwear. In the new store a 
special section will be devoted to them. 
where practical orthopedicians will 
take care of the clientele of the store. 
new men’s hosiery section will 
also be a feature of the new store, 
where complete lines of men’s hosiery 
will be carried. 








To Enlarge Shop 


BALTIMORE, Mp. (UTPS)—The Style 
Wear Shoe Shop, maintained by Bern- 
stein & Hurwitz at 831 North Ga 
Street, will be remodeled and enlarged, 
according to a rebuilding program to 
be inaugurated by the concern. Work 
is expected to be started in about a 
month, which when completed will 
make the shop larger and up-to-date. 
The concern, which carries shoes for 
men, women and children, also main- 
tains another exclusive shoe shop under 
the same trade name of the Style Wear 
Shoe Shop at 3103 Greenmount Avenue. 


Early Call for New Fall 
Styles in St. Louis Stores 


St. Louis—Bysiness for the week 
ended Aug. 6 was reported as only fair 
in the retail district, as the weather 
turned severely cool during the earlier 
part of the week. Sales continue to be 
the attraction in a majority of stores 
and what business is being transacted 
results from price cutting. 

However, some stores are reporting 
a demand for fall footwear. There 
seems to be a tendency in this direction 
and before. another ten days have 
passed the large department stores will 
have announced their advanced fall 
footwear sales. The department stores 
have received a greater call for fall 
shoes than the regular shoe stores. No 
attempt is being made to influence sales 
on fall footwear as all of the selling 
effort is being concentrated on shoes 
which merchants want to be well rid of 
before the coming season opens. It can 
be truthfully said that less undesirable 
merchandise reposes on the shelves of 
the St. Louis shoe stores than at any 
similar period. 

In the style field, patent leather has 
increased in demand and from reports 
in a number of stores, has reached its 
peak prestige. One of the largest de- 
partment stores stated that 75 per cent 
cf its sales were on patent leather foot- 
wear. Practically all of these were 
plain effects. 

A few whites are being asked for but 
this call diminishing each day. Sale 
shoes of most any type are being 
bought by a class of shoppers regard- 
less of style, material or last. Some 
mention is being made by operators of 
a sparse demand for black satin. There 
are those who feel that a wave of black 
satin would stem the rising price of 
patent leather shoes, which is being de- 
plored in many stores, especially in 
those which have an established price 
range. 





To Decide Soon on Ohio 
Valley Convention Date 


February Seems Likely—Mem- 
bership Is Growing 


CoLuMBus, OHIO (UTPS)—Presi- 
cent J. J. Henry, Huntington, W. Va., 

resident of the Ohio Valley Retail 

hoe Dealers’ Association, will call a 
meeting of the board of directors of 
that association to meet in Columbus 
early in September, for the purpose of 
deciding the location and the time for 
the coming annual convention. The 
cate will likely be some time in Feb- 
ruary, as that month appears to be the 
most favored. 

The place will be considered after 
formal invitations are received. It is 
announced that Cleveland, Columbus 
and Cincinnati are desirous of enter- 
taining the convention. Since the an- 
nual meetings have been held in Co- 
lumbus for the past few years with 
only one exception, there is a growing 
sentiment in favor of holding it in some 
other city. 

C. E. Dittmer, executive secretary, 
will make a trip to Cincinnati soon to 
size up the accommodations in that city. 
Despite the fact that July and August 
are usually slow months regarding new 
members, applications for membership 
continue to come in at the general head- 
——- of the association in Colum- 

us. 


New Manager—Old Store 


VtT.—After ten years’ 
service with the Newark Shoe Stores 


BRATTLEBORO, 


Co. of Baltimore, Md., F. T. Thayer 
has severed his connection with that 
firm and in the future will be affiliated 
with L. R. H. Wagner at Brattleboro, 
Vt., in the capacity of buyer and man- 
ager. 

Wagner’s Shoe Store at Brattleboro 
is one of the oldest establishments in 
the town. This concern also does a 
large business in shoe repairing and 
also harness repairing. They have a 
very modern and complete work shop 
in the basement. Wagner’s also have 
a large bargain basement with the bet- 
ter grades on the main floor. . 

Mr. Thayer has been with Wagner’s 
since July 10 and is now preparing for 
the fall business after having success- 
fully completed a large closing out of 
short lines sale. Mr. Thayer has moved 
his family from Baltimore to Brattle- 
boro and will make that town his home 
in the future. 


Out of Business 


SARATOGA SpRINGS, N. Y.—The Sara- 
toga Shoe Co., Inc., has been discon- 
tinued, since the death of the proprie- 
tor, J. W. Lyman, earlier this year. 
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8808—‘“Diamond Special.”” Men’s Gun Calf, 
Welt, Half Rubber Heel, Ambassador Last 
Tip, Lace Oxford, 6/11, A and B; 5/11, 


8850—Same in Dark Brown Calf. 


@In our “Diamond Specials’’ we offer every advantage 
of any other specialty line for men, and in addition a very 


decided difference in price. 


@ The tailored styles for conservative wear, and the 
snappy patterns for young men are carried in stock in sizes 


and widths, ready for quick shipment. 


@ The finest skins are used, and the best oak sole leather 
completes the assured quality of these elegant shoes. 


@ For September and your busy Fall season, stock 
“Diamond Specials’’; size up quickly for a ready turn- 
over, and for a nice net profit. 


@ We will show them without obligation on your part, 
for the “Diamond Brand” man in your section is ready 


to call quickly. 
@ Every Style In Stock—Ready to Ship. 


SF. 


BRANCH OF 


St. Louis 








August 20, 1927 











THE SHOE MERCHANTS NEWS, SATURDAY, AUGUST 20, 1927 












Schiff Co. Opening 
Several New Stores 


CoLUMBUS, OHIO, (UTPS)—Charles 
Frankhauser, secretary of the Schiff 
Co., operating a large chain of retail 
shoe stores in the Middle West an- 
nounces the opening of a number of 
additional stores. The company opened 
a second store in Racine, Wis., which 
is a leased department in the Racine 
Dry Goods Co., under the manage- 
ment of C. C. Harting. A store was 
opened in Youngstown, Ohio, located in 
a large store room at 221 East Fed- 
eral Street, which is under the manage- 
ment of J. W. Ellison. 

The Schiff Co. also opened a shoe 
department in the Kinnear Stores Co., 
of Muscatine, Iowa, which is managed 
by E. M. Murray. A store at Benton 
Harbor, Mich., managed by Charles 
Kinney, was opened at 26 Pipestone 
Street. This store is a separate unit 
and not connected with a department 
store. 

Mr. Frankhauser also announces that 
the second store will be opened’ in Chi- 
cago, about Sept. 1, located at 4713 
South Ashland Avenue, and Morris 
Heedan has been selected as manager. 





Uses Light Background 


PITTSBURGH, Pa. (UTPS).—S. A. 
Nathanson, head of the advertising and 
window display of the Laird Shoe Co., 
Oliver & Liberty Avenues, in mapping 
out his own plan of decoration for fall 
window display has let fall a number 
of pointers that should be of interest to 
enterprising shoe merchants. 

Believing that black shoes will con- 
trol the major portion of fall popu- 
larity, Mr. Nathanson is having all of 
the store’s display windows on both 
Oliver and Liberty Avenues, redeco- 
rated in new and lighter tints of the 
“cork brick,” which at present forms 
the unique background of their display 
windows. 

His object in decorating the windows 
in light tints is to achieve the contrast 
which he believes the ever increasing 
popularity of black shoes for both men 
and women will make necessary. He 
plans to trim his windows with the 
dark shoes in demand displayed against 
such contrasting colors as buff, tan, 
ivory, yellow, light green, silver-gray 
and blue-tint. 





Going Out of Business 


DETROIT, Micu., (UTPS)—tThe Bar- 
oth Economy Shoe Store, 1490 Gratiot 
Avenue, have announced their inten- 
tion of going out of business just as 
soon as their present stocks are dis- 
posed of. A sale is now being con- 
ducted and according to all indications 
the business will be closed shortly. 





Stanley with Stendal 


MINNEAPOLIS, MINN. (U TPS)— 
Frank W. Stanley, well known shoe 
man in the Twin Cities and Northwest, 
has become floor manager at the C. M. 
Stendal store. He was at one time 
manager of the Florsheim store and of 
late has been handling sales of shoe 
stocks in the Northwest. 





New Pittsburgh Shop 


PITTSBURGH, Pa. (UTPS)—The Arch 
Aid Shoe Shop, under the management 
of Ritter & Morrison, will open at 501 
Liberty Avenue, Sept. 1. 

Harry Ritter and Burt Morrison, 
partners in the enterprise, are shoe- 
men of long experience well known in 
local footwear circles and to the trade. 
The store will be arranged in parlor 
effect and will be an exclusive ladies’ 
shop. An entire new display front is 
being put in the storeroom where they 
have located at the corner of Fifth and 
Liberty Avenues, an ideal spot for a 
shop of the kind they will open. 

Both partners report all arrange- 
ments progressing smoothly and de- 
clare details necessary to a prompt 
opening well in hand. 





Fall Openings Will Be 
Held Late in August 


CINCINNATI—A lull in business is be- 
ing experienced by local shoe stores. 
Clearance sales are over and most 
stocks were pretty well cleaned up, but 
the new fall lines have not started mov- 
ing to any extent and are not expected 
to move in bulk until later in the month. 
Step-in pumps with large buckles are 
beginning to move a little as well as 
one-straps, which are expected to be a 
big seller for fall and winter. Black 
patent is still being favored despite the 
increased price of the leather and pat- 


leather in local show window displays. 
Merchants are expecting to do a nice 
volume of business on suedes and satins 
during the late fall and early winter 
seasons. 

Miss Casson, manager of the John 
Shillito Sons Company shoe depart- 
ment, said the clearance sales and end- 
of-season sales have moved everything 
out of their house and left them with a 
new stock of fall goods. Miss Casson 
expects Colonial buckle pumps to be 
good movers for fall but thinks straps 
will be the biggest sellers; a wide sin- 
gle or two-button one-strap with Cuban 
heel for street wear and a narrow one- 
strap with Baby Louie of 20/8 for 
dress. According to Miss Casson, rep- 
tile will be very good in the better 
grade shoes, as well as patent, calf and 
kid with reptile trim. Vamps are much 
neater in the new fall line than they 
have been for several seasons, Miss 
Casson thinks. 

D. Frankel, owner of the Family 
Shoe Store, has started up a chain of 
shoe stores with a very unique method 
of display. Instead of using show cases 
and shelves, Mr. Frankel has equipped 
the stores with sets of racks from 
which the shoes are suspended. A 
marker is placed in a slit at the top of 
each rack, which shows the price of all 
shoes on the rack, This unusual form 
of display eliminates much overhead 
expense in the form of extra clerk hire 
and depreciation of fixtures as well as 
places every shoe before the customer. 
Two of these stores are already open 
and doing business on Main Street and 
another on Central Avenue, and are be- 
ing operated as Frankel’s Rac-Shoe 





Store Company. 





Kempner Consolidates 


Stores in New Bethlehem 


NBEw BETHLEHEM, Pa.—Plans for the 
consolidation of the three separate 
stores under one roof has been the aim 
of the Kempner Co., New Bethlehem, 
Pa., for the past two years and finally 
they were able to purchase the building 
formerly occupied by the J. G. Mai- 
kranz Store, and after remodeling the 
entire building in every up-to-date way 
with all modern conveniences, they are 
now getting ready for their opening. 

The above concern has been growing 
steadily since their opening six years 
ago, and with their new home they are 
looking forward to much greater things 
than in the past. The new store will 
be known as the largest department 
store in town, handling a complete line 
of men’s, women’s and children’s wear 
of every description as well as piece 
goods. 

The owners have been holding a re- 
moval sale, aiming to clear their entire 
stock before moving into their new 
home as they are anxious to open up 
all new in every sense of the word. 





Enlarged Department Busy 


JOHNSTOWN, Pa. (UTPS)—Manager 
Harry Domeseck of the shoe depart- 
ment in Gloss Bros.’ store, Franklin 





ent in all styles outnumber any other 





and Locust Streets, is happy over the 
| good business being done in the en- 
| larged section assigned to him, follow- 
ing the store remodeling and removal 
| of the grocery to new quarters. “We 
have now the largest shoe department 
is one floor between Philadelphia and 
| Pittsburgh,” Mr. Domeseck said, “the 
| footwear section occupying about one- 
| fourth of the first floor. Because of 
| the increased business done in our de- 
partment, we have recalled Jack Lip- 
man from our Pittsburgh store to act 
as my assistant. Our best sellers run 
from $1.85 to $5.85 for women and 
$2.85 to $5.85 for men. The outlook 
for. fall is very promising.” 





Eisele Stock Liquidated 


NewaRK, N. J.—The shoe stock of 
the A. A. Eisele & Sons store, 653 
Broad Street, is now being liquidated 
in one of the largest retail shoe sales 
ever held here. The entire business was 
bought out recently by Stern & Kell- 
ner, jobbers and auctioneers, of New 
York City, who are staging the sale. 
The Eisele firm had been in business 42 
years and was one of the finest and 
best known retail shoe stores in the 
State of New Jersey. Merchandise up 
to $18 a pair had been featured in the 
store before the liquidation sale. 

The store, on Sept. 1, will be turned 
over to the Worth Department Store 
organization. 


Anderson Made Manager 


DuLuTH, MiInN. (UTPS)—Carl W. 
Anderson has been appointed manager 
of the Cantilev@ér store. He has been 
with the company in Chicago. Up to 
two vears ago Mr. Anderson was with 
the Wieland Shoe Company several 
years here. 
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WILLOW CALF 


Rises to Every Style Occasion 


It is the earliest Chrome Calf in history, but like the sun, 
people enjoy seeing it every day, everywhere—wearing it too. 


The outstanding shade for Fall in Ladies’ Footwear is 


HAMPSTEAD BROWN NO. 254 


Other Colors: 251 Stroller Tan—259 Andorra—260 Brier- 
wood—261 Sauterne—262 Whippet—263 Cocoanut Brown. 


American Hide & Leather Company 


BOSTON NEW YORK CHICAGO ST. LOUIS CINCINNATI 
AMERICAN HIDE & LEATHER CO., Ltd., Northampton and Leicester, England, and Paris, France 
CALF AND SIDE UPPER LEATHER TANNERIES 
Lowe Chicago Sheboygan Baliston-Spa Curwensville 
Dolliver & Bro., San Francisco, Cal., Agents for the Pacific Coast and Orient 
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Sohmer to Open New 


Store in Baltimore 


BALTIMORE, Mp. (UTPS)—Baltimore 
will have another addition to its exclu- 
sive retail shoe field in the A. Louis Soh- 
mer Shoe Shop, which will be opened 
at 418 North Charles Street by A. 
Louis Sohmer. The W. B. Coons of 
Rochester line of women’s shoes will be 
featured exclusively at this shop. Ac- 
cording to present plans Mr. Sohmer 
will open the shop some time during 
September, possibly about the middle 
of the month. When it is opened it 
will be the first time in the history of 
the retail shoe business of this city that 
an exclusive; shoe shop will feature the 
Coons liné’¢@xclusively. 

The store at the above location is 
now occupied by Edward Brady and V. 
i. Boylan, trading as the Select Boot 
& Shoe Shop, who recently announced 
their intention of retiring from the 
shoe business. Mr. Sohmer will take 
possession of the store immediately fol- 
iowing the closing of the Select Boot 
& Shoe Shop, which is scheduled for 
early in September. Mr. Sohmer will 
have the store remodeled and otherwise 
improved according to certain specifi- 
cations, designed to make the estab- 
lishment one of the most attractive in 
the city. It will be arranged on the 
parlor tex plan. Equipment and fix- 
tures entirely new will be _ installed. 
This will serve to make them in keep- 
ing with the remodeled interior. Mr. 
Sohmer plans to open a hosiery section 
in connection with his shoe business. 

Mr. Sohmer’s many years experience 
in the retail shoe field makes it appar- 
ent that his first venture in business 
for himself will be a signal success. He 
has been successful as buyer, so there 
is every reason to believe he will suc- 
ceed as shoe merchant. Mr. Sohmer, 
who has been associated with the shoe 
business for the greater portion of his 
life, has been for the past fourteen 
years buyer of footwear for the Hecht 
Bros.’ branch store at 412 South Broad- 
way. He has resigned this position, the 
resignation to become effective this 
month. 


New Sterling Store 


MINNEAPOLIS, MINN. (UTPS)—The 
Sterling Shoes Corporation has opened 
an exclusive men’s store at 25 Sixth 
Street So. Since the former store 
at 526 Nicollet Avenue has been closed 
because of a change of lease the cor- 
poration has been preparing to reopen 
at an even more advantageous point. 
Around the corner a few doors up at 
614 Nicollet Avenue, is the Sterling 
store for women. E. W. O’Reilley is 
manager of the new store just opened. 


New Stores for Detroit 


Derroir, Micn. (UTPS)—At least 
one new store is listed as having 
opened recently. The O’Connor Shoe 
Store, 6548 Michigan Avenue, of which 
Charles O’Connor is proprietor. Mr. 
O’Connor, however, states that they 
have been in business for some few 
months and that records showing them 
as being a new concern are inaccurate. 
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**Rarin’ to Go” 


LETS DOUBLE THE 


C 


Group of officials and guests at the Wisconsin Shoe Retailers’ Con- 
vention in Milwaukee giving an impetus to the movement to sell more 


men’s shoes. 
mously 


The campaign proposed by the N. 
indorsed by the delegates to the convention. 


S. R. A. was unant- 








New Stores in Ohio 


COLUMBUS, OHIO 
retail shoe concerns were .incorporated 


in Ohio recently by papers filed with | 


the Secretary of State. 

The Adams Shoe Co., of Toledo, cap- 
italized at $25,000, was organized for 
the purpose of retailing boots, 


hosiery. The incorporators are Helen 
G. Canty, Mildred H. Pete and Henry 
S. Phillips. 

The Saginaw Notion Shoe Depart- 


ments Co. of Cleveland has been formed | ' 
| of the Central Shoe Co., 


with a capital of $10,000 to operate 
shoe departments 


corporators are Jerome W. Moss, 
H. Zwick and F. F. Chapin. 

The Suhr Shoe 
Youngstown, Ohio, is the third concern, 
chartered with a capital of $10,000, to 
deal in men’s, women’s and children’s 
shoes and hosiery. Incorporators are 
Sol W. Wyman, E. L. Steigler and J. 
F. Wininger. 


Reece with Boston Store 


Fort Dopce, Iowa—J. H. Reece, who 
was well known in the shoe world and 
who has been buyer for prominent de- 


(UTPS)— Three | 


shoes | 
and other types of footwear as well as | 


in various places, | 
having headquarters in Cleveland. In- | 
Ben | 


Corporation of | 





partment stores, has recently become 
manager and buyer of the Boston Store 
shoe department. Mr. Reece showed a 
splendid gain in the past month and 
is making many changes in the depart- 
ment. He recently added the Robin 
Hood shoe and will present the Douglas 


| Fairbanks “Robin Hood” movie film in 


connection with the Robin Hood shoes 
manufactured by the Central Shoe Co. 
of St. Louis. The film will be shown 
the second and third of September and 


| all children will be admitted free by 


securing tickets from the Boston Store. 

W. A. Menke, advertising manager 
will be at Fort 
Dodge and give a short lecture on the 
health feature of the Robin Hood shoes. 


Palace Store Sells Out 


San ANTONIO, TEx. (UTPS)—The 
entire stock of the Palace Shoe Store 
has been purchased by the downstairs 
shoe store at Joske Brothers’ Co. The 
lot included about 5000 pairs of men’s 
end women’s shoes, and the value was 
given as $18,500. The Palace Shoe 
Store was established four years ago. 
Its lease expired a few days ago and 
the space was taken over by the Katz 
& Moser Shoe Store, located next door. 
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—and nothing less than magical in action 
on all novelty leather shoes, restoring 
color and gloss immediately. 


Bostonian Shoe Cream protects leather 
by penetrating its fibrous structure, main- 
taining the natural dirt repellent finish 
and replacing essential fluids that wear 
takes out. 


It contains no solvents to soften modern 


WHITTEMORE BROS. 


leather finishes, or cause the ailment 
known as crocking or smutting. It is a 
smooth, dry, finish that Bostonian Shoe 
Cream gives kid or calf shoes. 

It is better to help your customers keep 
their shoes from aging than to allow 
neglect to foster the impression that the 
leather in shoes bought of you was poor 
in grade at the start. Encourage use of 
Bostonian Shoe Cream and be safe. 


BOSTON, MASS. 
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Price Buys Store 


BARABOO, Wis.—Harry and William 
Apostle, who have conducted a retail 
shoe business here for the past five 
years, have sold their store to Charles 
D. Price of this city. Mr. Price for- 
merly operated a retail shoe store at 
Stevens Point, Wis., and has been a 
shoe salesman for many years. The 
Apostle brothers will leave soon on an 
extended vacation and may open a real 
estate office in northern Wisconsin. 

Mr. Price has recently secured a pat- 
ent on a gas atomizer which he in- 
vented and is now planning to sell the 
invention, as he has received several 
offers. 


Cox with Dolly Dean 


PITTSBURGH, PA. (UTPS).—B. M. 
Cox is now manager of the Dolly Dean 
Shoe Shop of 209 Fifth Avenue. Mr. 
(ox takes the place of J. D. Williams, 
who is now with the Rosenbaum com- 
pany in the ladies’ shoe department. 

The Dolly Dean Shoe Shop has had 
a tremendous sale for the last two 
months due to a uniform price of $3.70 
the oe on all shoes in the house. V. O. 
3urkhalter, assistant manager, relates 
that it was necessary to close the doors 
each Saturday at 1 p.m. due to the 
immense crowds. The sale closed with 
the end of July, when prices went back 
to their former level of $6.70 the pair. 





Open Junior Dept. 


PITTSBURGH, Pa. (UTPS)—Aug. 29 
has been set as the date for the formal 
opening of the new and enlarged Junior 
Shoe Department of the W. M. Laird 
Company. 

Edward N. Roolf, who recently 
joined the organization and who will 
personally supervise the department 
which will occupy the entire third floor 
of the company’s large building at 
Oliver and Liberty Avenues, declares 
the public will be treated to something 
different in merchandise and merchan- 
dising when business is begun in the 
new section. 





Ground Gripper Moves 


CoLuMBuUs, OHI0, (UTPS)—The Co- 
lumbus store of the Ground Gripper 
Stores Co. is now completely installed 
in new quarters at 22 South Third 
Street, which affords three times the 
space in the former location at 18 East 
Broad Street. R. H. Dryden has been 
manager of the Columbus store for 
the past three years. 
Eastern District manager of the com- 
pany, with headquarters in New York, 
was in Columbus supervising the re- 
moval. President O. K. Dorn, formerly 
of Cleveland and now of New York, 
visited the Columbus store recently and 
pronounced himself as well satisfied 
with business in the Columbus unit. 





George Koza Dead 


RocHEsTER, N. Y. (UTPS)—George 
Koza, Rochester’s oldest shoe dealer, 
died at his home here last week, aged 
78 years. He had been proprietor of a 
shoe store here for forty-four years. 





O. A. Wilson, | 





Childs Buys Knowles Interest in 
W. G. Simmons Corp. 


HOMAS S. CHILDS, one of 
] the foremost shoe merchants | 
in New England, well known 
for his work in trade associations, a | 
shining example of what a shoe mer- | 
chant should be, and for the past ten | 
years, president of the W. G. Sim- | 
mons Corporation of Hartford, Conn., 
has purchased the 
interest of the 
late J. F. Knowles 
in the corporation 
and has become 
actively identified 
with its manage- 
ment. He con- 
tinues to operate 
his store in 
Holyoke, Mass., 
where he serves 
the shoe wants of 
the girls at Smith 
College. 
Richard P. 
Martin has been 
elected treasurer, 
to succeed the late 
J. F. Knowles, 
who entered the 
business in 1902 
when it was in- 
corporated. The 
business was 
established by Major W. G. Sim- 


Thomas 


mons, who began his commercial life | 
as a clerk in the old Larned store in | 


Hartford. Harold A. Knowles has 
resigned as assistant treasurer to 
devote all his time to the manage- 
ment of Harold A. Knowles, 
which has taken over the corpora- 
tion’s store in New Britain, Conn. 
Vice-President Osgood C. Martin, 
who joined the firm in 1890, remains 
in his post with the firm. 
M. Austin will have active charge 
of the office and accounts and Robert 
Prendergast, who has been with the 








Men Buying Sport Shoe 
PROVIDENCE (UTPS)—Shoe sales are 

very popular in the city just now— 

whites, sports, uneven sizes and lots 





are all finding their way to the bargain | 


table. At the present time the sales 
are keeping the shoe business quite 
lively. Shoe sales throughout the sum- 
mer have been very good. George 
Peirce, Jr., of the Thomas F. Peirce & 
Son, states that one-strap white pumps 
have been the leaders for women. 
Whites generally have gone very good. 
By starting their advertising in May, 
an early response was realized in spite 
of the season. For the men, sports and 
black oxfords have had the best run. 
Mr. Peirce reports this year as a ban- 
ner one for sports wear for men. 





Inc., | 


Ronald | 


corporation for many years as man- 
ager of the men’s department, Miss 
Clifford, manager of the hosiery de- 
partment and W. T. Fish, manager 


| of the children’s department, retain 


their connections with the firm. 


Mr. Childs and the late J. F. 
Knowles developed one of those rare 
business friend- 


ships that prove 
so mutually help- 
ful. During 25 
years they ex- 
changed ideas 
and talked over 
the problems of 


their respective 
stores. The inti- 
macy grew so 


close that when 
the late W. G. 
Simmons died in 
1916 Mr. Childs 
was elected to 
the presidency 
of the corpora- 
tion, although 
Mr. Knowles car- 
ried on until his 
death earlier this 
year. 


S. Childs After its estab- 
lishment over 50 
years ago the business occupied 


sites in down town Hartford and in 
1890 was located in what is now 
| the Sage, Allen & Company Build- 
| ing. Later the business was trans- 
| ferred to a home on a part of the 
site of the Wise, Smith & Company 
Building, going thence to the north 
Main and Pratt Streets, 


corner of 
| and some ten years ago to the 
present home at Nos. 48 to 58 


Pratt Street, and, being a pioneer in 
the removal of popular houses into 
that street, making it a leader in 
several lines of business. 


| Lewiston Store Remodeled 

LEWISTON, ME.— Work has_ been 
started on remodeling the S. Meltzer 
Shoe Store. The room next door is be- 
ing added to the present store, so that 
| when completed the enlarged store will 
| have a fifty-foot front. This will make 
it one of the largest shoe stores in this 
section. “Our rapidly increasing busi- 
ness has forced us to make this move,” 
said Mr. Meltzer. 





Lechner on Job Again 


New York Crty—Andy Lechner, who 
travels New York and New England 
for the Best-Ever Slipper Co., Inc., of 
Brooklyn, N. Y., is now back on the job 
| again after a four month’s illness. 
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A Simple and Accurate Stock Record 


RECORDER STOCK RECORD SYSTEM 


One hour a week 
keeps your rec- 
ords complete. 


Every sale and 
purchase re- 
corded. 


Visible daily turn 
over and sales 
report. 


$&.50 


postage paid; sent 
on receipt of your 


check. 


Send for your 
copy today before 
supply is ex- 
hausted. 


WESTERN SERVICE DEPARTMENT 


Boot and Shoe Recorder 
189 WEST MADISON STREET CHICAGO, ILLINOIS 
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Again the smartest retailers 
are specifying Velvetta Suede 
for their fall and winter foot- 
wear. Velvetta’s colors are fast. 
They will not rub off in wear or 
handling. 


Velvetta Suede Dressing, 
which we highly recommend 
as a fast color suede cleaner, 
should be in every retail shoe 
store. It keeps suede footwear 
smart and unusual. You may 
order this, in all colors, from 
our Boston office. 


HUNT-RANKIN 
LEATHER COMPANY 


106 Beach Street, Boston 
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Velvetta Suede is nationally advertised 
in Vogue, Harper’s Bazar and the Ladies’ 


Home Journal. 
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WHERE TO BUY 
Men’s Shoes 


erm 


B Shoes for Men 


COMMONWEALTH SHOE & LEATHER CO. 
WHITMAN, MASS. 











at 
11 Seuth Street 
Besten 
» BROCKTON 
CO-OPERATIVE 
BOOT & SHOE 
COMPANY 


Brockton, Mase 


FOR MEN 




















HENRY LILLY CO. 
110 Duane St. New York 


AUCTION TRADE SALES of 


SHOES and RUBBERS 


Every Wednesday and Friday 











FoR MEN 
M. A. PACKARD CO., Makers 
BROCKTON 





NETTLETON 
Shoes of Worth 
A. E. NETTLETON CO. 


HH. W. COOK, President 
Syracuse, N. Y., U. S. A. 
MEN'S FINE SHOES EXCLUSIVELY 








Stacy Adams Co. 

Manufacturers of 

MEN’S FINE 
SHOES 























factorily for fall at the Nunn, Bush & 
Weldon Shoe Co., Milwaukee. 
it is about the same as it was a year 
ago, and there is a strong mail order 
business, which has been on the in- 
crease all this year. 
shades of brown are in best demand. 


at present is on black at the F. Mayer 
Shoe Co., Fred A. Mayer states, and 
most of this calls for patents. 
remain the strong leader in the entire 
field. Black kids and calfs are second 
ae third to patent respectively for 
all. 
orders call for ties. 
selling to a certain extent, and the bal- 
ance is on straps. 
heels in the Cubans are good, while the 
14/8 heels in other types are the best 


Shoe Market News 


in the Boot and Shoe Recorder 








NATIONAL NEWS 
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EVERY WEEK 











Fall Outlook 
Good, Says 


Manufacturer 

Retail Stocks in Healthy Con- 
dition and Merchants Are 
Buying 








MILWAUKEE, WIs.—Retail merchants 
are in a healthy condition, they have 
their stocks in good shape and are will- 
ing to buy footwear for the fall, ac- 
cording to Fred W. Moritz, general sales 
manager for the Harsh & Chapline Co., 
Milwaukee, who sees a promising out- 
look for the next few months. There 
has been a tremendous gain on the 
dress welts and also on the work line 
manufactured by the company, and the 
production at the plant is 7800 pairs 
daily, far in excess of what the capac- 
ity was thought to be. 

Mr. Moritz said that they are very 
well pleased with the manner in which 
business is being received for fall. In 
dress welts, the blacks are very good, 
and the darker shades of tan are sell- 
ing well, but the light tans are very 
quiet. The styles are good in young 
men’s footwear for fall. 

Black patents are running far ahead 
of other leathers in women’s footwear 
at the B B Shoe Co., Milwaukee, George 
O. Peterson reports. Nearly the entire 
output of the factory, which is running 
close to capacity now, consists of black 
patents. Most of the footwear is plain, 
and Mr. Peterson said that the only 
trims which are in favor are gunmetal 
and black lizard. Dark shades of brown 
are good in certain types of shoes, as 
growing girls’ for example, but the pat- 
ents lead the entire field. Kids are only 
fair, and although the manufacturers 
are trying to push kids against patents, 
there is not much headway being made. 
Production on suedes has not started 
yet at the B B Shoe Co. 


The volume is holding up very satis- 


So far 


Blacks and dark 


Ninety-five per cent of the business 


Patents 


In the style patterns, most of the 
Gore effects are 


The 13/8 and 14/8 


| 

| business this year is very good and is 
holding up to the amount done last 
year. 

The annual sales conference will be 
held with the entire sales force being 
present at the home office in Milwaukee 
from Aug. 17 to 20. The men will re- 
ceive new fall lines at that time. Va- 
rious problems of the business will be 
brought up and discussed. The confer- 
ence will be in charge of H. M. Crull, 
general sales manager. 





Beck-Hazard Footwear 
Delivered by Airplane 


SyRACUSE, N. Y. (UTPS)—The 
Beck-Hazard Co., operating shoe stores 
in Syracuse and other cities, shipped a 
consignment of shoes to their local 
branches here by airplane. The plane 
is a Stinson-Detroiter owned by the 
company. It arrived late Friday at the 
local airport, piloted by Capt. Harry 
Jones, an aviator of 17 years’ experi- 
ence, from. the company’s factory in 
Binghamton, N. Y. 

With Captain Jones were four pas- 
sengers, R. P. Hazard, J. W. Williams, 
I’, L. Emerson and2R. W. Bierer. Sev- 
eral men employed by the company 
were on the field to receive the shoes 
when the plane landed. After a short 
stop here the plane hopped off to 
Auburn. : 

A second consignment arrived later. 
Captain Jones first circled the city with 
the big plane, dropping parachutes con- 
taining each a ticket and pair of rub- 
ter heels. Twenty of the tickets which 
will have the lucky numbers will entitle 
the finders to a free ride in the air- 
plane. Tickets are also given out at 
the stores with every purchase. Ten 
of the tickets given by the stores will 
entitle the holders to a free ride in the 
plane and the rest will be honored as 
one dollar credit on a ride, five dollars 
being the regular charge for a ride 
with Captain Jones. 

It is said that the Beck-Hazard Co. 
will continue the use of the plane for 
making quick delivery of rush orders 
to their many stores throughout the 
country. The plane carries forty-eight 
pairs of shoes and five persons. It is 
motored with a Wright Whirlwind mo- 
tor. The sides and wings are lettered 
with «the company name. 


Godman Factory Sold Up 


CoLumBus, OnI0 (UTPS)—The H. 
C. Godman Co., operating eight manu- 
facturing units in Columbus and Lan- 
caster, reports the output of all of the 
factories sold up to Nov. 1. Orders are 
coming in rapidly and shipments for 
fall are going out briskly. The concern 
is making a number of sales records 
during the present year as the last two 
months have each surpassed the volume 
of business done in any previous month 
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Edwin Newdick Resigns 


as Haverhill Arbitrator | 


HAVERHILL—Edwin Newdick, indus- 
trial engineer and economist, who for 
the past three and one-half years has 
served as neutral arbitrator in the 


local shoe industry and chairman of | 
| the last most thoroughly, even to the 


the Haverhill Shoe Board, has retired 
from office in conformance of a verdict 
of the Suffolk Superior Court. Mr. 
Newdick, in a public letter of May 20, 
severely criticized local industrial con- 
ditions and declared that unless radical 
changes were made he did not wish to 
continue in the capacity of arbitrator 
through another general wage revision 
which is scheduled for October. The 
union, at which many of his statements 
were directed, refused to conform with 
his suggestions and accepted the com- 
munication as a resignation. When 
Chairman Newdick insisted on con- 
tinuing in office, a bill of complaint 
was entered in the Superior Court 
asking that he be removed on the 
grounds that he had by his statements 
disqualified himself and shown himself 
not to be neutral. The court in its 
verdict declared that the public state- 
ment of Mr. Newdick was recognized 
as an honest attempt on the defend- 
ant’s part to help general conditions 
in the industry, but that he should no 
longer continue as the arbitrator. 

Mr. Newdick brought the Haverhill 
peace plan to national attention during 
his local service and occupied a place 
in the Haverhill shoe industry com- 
parable to that of Will Hays in the 
motion picture industry. He came to 
Haverhill in 1924 backed by varied 
experiences in labor and _ industrial 
fields, having served on the War Labor 
Board under President Taft, besides 
handling numerous important commis- 
sions for the Labor Bureau, Inc., of 
New York, a non-partisan organiza- 
tion. 





Lower Price Lists Asked 


BrocKkKtoN—Another Brockton con- 
cern has made application to the State 
Board of Conciliation and Arbitration 
for application of a fourth grade price 
list. It is the E. J. Givren Shoe Co., 
which has asked practically the same 
scale recently granted the Corcoran- 
Gleason Shoe Co. by the State board. 
Mr. Givren of the firm in a hearing be- 
fore the board advanced the claim that 
greater volume will obtain from the 
changes with the result that the work- 
ers’ wages will be greater than at pres- 
ent. Decision in the case is expected 
after the investigation of experts now 
under way. 


Cort & Berkman Move 


CLEVELAND, O.(UTPS)—Cort & Berk- 
man have established a new main office 
and warehouse at 18 West St. Clair 
Avenue. They also maintain a retail 
store at this address where shoes in 
the $5 range are now featured. The 
present location was chosen chiefly be- 
cause of its central location, which is 
on the very edge of the wholesale dis- 
trict. The retail shoe department is 
located in the front of the store with 
warehouse space in the rear. 


| shoes. 
| mould which grips the heel of the shoe 





Machine Forms the Heel 


LYNN—The Burdett Shoe Co. has a 


ew and interesting machine for form- | 








ne the heel seats and counters of their | 


This machine has a counter 


and presses the counter and quarter up 
to the wood of the last, shaping it to 


shank. At the same time a wiper draws 
the quarter over the heel seat of the 


| last, perfecting that line of the shoe, 


and thereby providing for a perfect fit 
a the wood heel to the heel seat of the 
ast. 


Boyd-Welsh Contest 


Winners Announced 


St. Louis, Mo.—During the past two 
months the Boyd-Welsh Shoe Company, 
St. Louis, conducted an unusual con- 
test among the retail salesmen of those 
shoe stores handling their Monthly 
Style Program Service. It was known 
as “The Boyd-Welsh Special Contest— 
all expenses paid tour,” and involved 
the answering of six questions dealing 
with the merchandising advantages of 
the Monthly Style Program Service. 
The writers of the two best answers 
were rewarded with a trip to St. Louis, 
accompanied by their employers, all ex- 
penses paid. The contest ended on Aug. 
1 and on Aug. 8 the winners were an- 
nounced. 

They were Gerald Busch, working 
for Harry C. Locey, Visalia, Cal., and 
C. H. Malone, working for Bob Peel, 
Peacock Shop, Tulsa, Okla. (Over 1500 
retail salesmen entered the contest.) 

The judges were H. M. Bowen of the 
Boot AND SHOE RECORDER, Horton Ryan 
of the Shoe Retailer and Lysle John- 
son of the Brockland & Moore Adver- 
tising Agency, all of St. Louis. 

The winners and their employers 
came to St. Louis last week and were 
royally entertained by officials of the 
Boyd-Welsh Shoe Co.—airplane rides, 





| baseball games and fashion shows, etc. 


During the past year the Boyd- 


Welsh Co. has conducted an educational | 


department for the benefit of retail 
shoe salesmen. They have issued sales 
manuals on Successful Retail Selling 
which have proved helpful to thousands 
of salesmen. Sam Beeson, sales man- 
ager, states that shoe manufacturers 
should give more cooperation to the re- 
tail salesman in his work of selling and 
properly fitting footwear. 





A Magic Stone Ornament 


LyNN—The W. F. Hooley Shoe Co. 
has a magic stone for ornamenting 
shoes. Place it on a shoe of patent 


| leather and it radiates a shiny lustre. 


Put it on a dull calf shoe and it sends 
forth a subdued hue. Lay it on a 
glazed leather shoe and it sends forth 
a glaze. Its a sort of a chameleon of 
the mineral kingdom. 





To Cut in Boston 


LyNN—Stephenson & Osborne are 
moving their cut sole factory to 275 
Congress Street, Boston, and will be 
cutting leather in their new quarters 
in early September. They produce 
soles for women’s shoes, welts, turns 
and McKays. 


-WHERE TO BUY 


Men’s Shoes 








THE STETSON SHOE CO., Ine. 


STOCK DEPT. 5 


SNAPPY SNAPPY 
ACTION! STYLES! 
“They've Cot to Be Stetson 
to Be Snappy” 


South Weymouth, Mass. 











Ca 


30 STYLES IN STOCK 
Ready for Delivery om the Det 


EMERSON "sHOB MFG. O08. 
Reckland, Mass. 














jon F- REYNOLDS Come, 
BROCKTON, MASS 








WHERE TO BUY 
Standard Shoe Materials 





est Virginia 
The high reputation of its users 
is significant of its merit. 
Puly Product Department 
West Virginia Pulp& PaperC ompany 
Detroit New York Chicago 








The One 
Waterproof 
Leather That 





CREESE & COOK CO. 




















Strong and Flexible 


Gres nd) Counter Board 
Made from 
STERLING) Lone Fiber 


by > Stoelting pines some Ce. 
65601 Fifth Avenue, 
Stew York 
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WHERE. TO BUY 
Children’s Shoes 





“ELAM” 


Flexible Turn Shoes 
For the Jobbing Trade Exclusively 


F.S. ELAM SHOE CO. 
Boston Office: Statler Bldg.” Room 532 














WHERE TO BUY 


Men’s & Women’s 
Slippers 





PARISTYLE FOOTWEAR MFG. CO., inc. 
41-48 Washington Ave., Brooklyn, N. 
New York Office, Room 622, 1328 eee 


HIGH GRADE TURN MULES and D’ORSAYS 
“atine, Kids, Brocades and Fancy Patterac. 
$27.00 per doz. and Up. 

Ostelog 
sent on 
request 








Men's All Leather House Slippers 


IN STOCK 
Bemeos — Operas 


Kia 
—Hand Turned—8 
Bole—Rubber 


fer Bewpies 
ROTH 2 ROSENBERG SHOE CC. 
194 N. Srd St.. Philadelphia 








Wf the Better Grade 
For the Better Trade? 





tum; rubber heel; 
rights and lefts: 8 to 8. 
WM. SUMNER SMITH 
825 Moearee Street 








Onienge, til. 








Do You Know? 


That you can buy or sell it through 
the “Where to Buy” columns. This 
feature in its quick service is a time 
saver in meeting immediate needs. 




















New Counter Patented 


HAVERHILL—A patent has been is- 
sued to Patent Attorney L. H. Harri- 
man as trustee for George E. Brittain, 
this city, on a shoe counter which is 
expected to come into extensive use be- 
cause of its practical design. Mr. Brit- 
tain, the inventor, was formerly con- 
nected with the Irving L. Keith Com- 
pany, shoe finders, this city, also the 
Wilkinson Counter Company of Salem, 
Mass. The counter covered by the pat- 
ent is particularly designed for use in 
McKay sewed pumps or light weight 
slippers, and has already come into ex- 
tensive use. The chief characteristics 
are that both sides of the counter ex- 
tend nearly to the front end. of the 
shank portion of the shoe and usual 
flange is tapered at each end to the 
edge of the corresponding side. This 
construction enables the counter to be 
easily fitted to the last. It has a dis- 
tinct advantage used in the modern 
pump. It holds the shank portion of 
the shoe to the form of the last and 
holds the edges of the foot opening close 
together so that the sides hug the foot 
and prevent slipping at the heel. 


Brockton Shows Further 


Good Gains in Production 


BrockToN—Production showed fur- 
ther substantial gain during the week 
and a few more of the factories began 
operating on full schedule. Quite a 
number of the factories, and particu- 
larly those turning out the better 
grades of shoes, are working near to 
capacity. Several of the so-called job 
shoe factories and those making the 
shoe to retail at $5 also are enjoying 
their busiest periods of the year. Ship- 
ments for the week passed the 8000 mark 
for the first time in three months. 

Black is proving a strong seller in the 
men’s lines, although dark tan is un- 
usually popular also. The heavier type 
of shoe, with squat heel, seems to have 
the call, although many of the blacks 
are in the slightly higher heel styles. 
Conservative and plain shoes seem to 
be the mode for fall in the higher 
priced field. 

Featuring the women’s lines there 
seems to be an unusual call for the 
pump and the low-cut models, although 
the strap shoe still is very popular. 
Patent leathers seem in for a good sea- 
son, and black will be a good seller, 
judging from the early demand. 


Twin City Market Week 
Is Held in Minneapolis 


MINNEAPOLIS, MINN. (UTPS)—Shoe 
dealers and manufacturers _partici- 
pated in the Twin City Market Week 
Aug. 1-6, the eleventh semi-annual 
event with merchants present from 
nine States and Manitoba, always a 
successful affair. 

C. Gotzian & Co. held their annual 
manufacturers sale during the week, 
when a wide assortment of all lines 
was priced specially for the occasion. 
Foot, Schulze & Co., St. Paul, held open 
house. The United States Rubber Co. 
and the Hood Rubber Products Co. and 
the Beacon Falls Rubber Shoe Co., 
Minneapolis, made special efforts to in- 
terest visiting dealers. 











Fall Shoes Show Strong 
Trend Toward Refinement 


LyNN—There is more substance to 
styles and shoes, as well as to business. 
Factories are very active for August 
and some are well sold ahead. The 
price problem is taking care of itself, 
as one group of manufacturers grades 
up to please customers while another 
grades down. A new price list, to per- 
mit the production of a third grade of 
shoes, is under consideration by some 
manufacturers and shoe workers. 

A general change is taking place in 
the character of both shoes and styles. 
Interest of buyers, which formerly cen- 
tered on the pattern and color of the 
upper, is now being focused on the con- 
struction of the bottom. The glamour 
has gone from footwear fashions and 
it is replaced by an exquisite refine- 
ment. Shoes are more substantial, 
soles being stouter and uppers plumpe: 
and more ample. The shoes that Lym 
is now making are easy on the feet as 
well as upon the eye. The prevailing 
idea is to make shoes that are good to 
walk in, not plain shoes of the walking 
type, but pretty shoes in which women 
may stride with ease and grace. 

Heels are lower, the 14/8 heel, of th 
box type, being established for infor 
mal dress wear, and fore parts are 
longer and roomier, though brought to 
a toe somewhat narrow. Last maker: 
are providing for feet that may hav: 
grown plumper from the long wearing 
of low shoes. The fit is in the body of 
the last. 

Blacks continue to be the predomi- 
nating color in August production. But 
there are signs that browns will come 
along in September, and that suedes 
will challenge patents. Shoes, whether 
of suede or patent, are trimmed 01 
strapped, with contrasting colors, to 
tone down the patents or to illuminate 
the dullness of suedes as the case may 
be. In fine dress shoes may be seen 
rich color effects, including fine gold 
and silver kids, wonderful brocades, 
and some new suedes of pale blue, 
green and rose, and a new shade called 
shrimp. Blue shoes are to be found 
here and there. 

Pumps are staging a_ revival in 
operas untrimmed, and in one, two and 
three straps and some new Colonials 
trimmed with the largest and shiniest 
buckles ever seen in Lynn. Oxfords 
for dress wear are in graceful lines and 
fine leathers of black or brown, with 
fancy lace rows and eyelets, and som« 
with quite delicate cut-out patterns 
along the lace stays. An excellent 
street style oxford is of brown suede 
calf, with a wing tip and a foxing of 
Russia calf. New samples present lat- 
tice front booties. 

Production of welt shoes has risen 
to a new high peak for the year. A 
revival of business in slippers is re- 
ported, as well as a satisfactory vol- 
ume of business in comfort and health 
shoes and warm goods, such as wool- 
lined shoes and slippers. 


C. A. Allen Dead 


CoLtumBus, OHIO (UTPS)—Charles 
A. Allen, aged 49, traffic manager for 
the H. C. Godman Co., large shoe man- 
ufacturing concern of Columbus, died 
July 27, following a long illness. He 
had been connected with the Godman 
company for about 25 years. 
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Full Schedule Runs Are 

Continuing in Cincinnati 

CINCINNATI—Shoe factories here are 
still enjoying the full schedule run 
which has existed over a period of 
several weeks and manufacturers an- 
ticipate a capacity run throughout the 
season. Orders continue good, espe- 
cially with road ‘salesmen who report 
retail merchants to be buying more 
freely than they have for some time. 
One manufacturer says that business 
with him is better than it was one 
year ago and expects a still larger in- 
crease for later fall. Orders taken in 
July for early fall deliveries are now 
being shipped. Black patent, brown, 
black and tan calf and tan kid are 
still being accepted as good bets for 
fall and early winter. 

A nice volume of orders is being 
received by the Stanley Duttenhofer 
Shoe Company, Elmer Lange reports. 
The bulk of their business is not 
coming from any certain territory, Mr. 
Lange said, but is good in every sec- 
tion covered by them. Mail orders 
have been good for the Duttenhofer 
company and are holding up excep- 
tionally well. Mr. Lange said that 
patent and kid orders have been, and 
are still, very heavy, and the new ma- 
roon shade in calf and kid has gone 
over big. The Duttenhofer company 
expects black and brown suede as well 
as black satin to be very popular later 
in the .season. According to Mr. 
Lange, credit conditions are normal 
and collections are satisfactory. Pres- 
ident Stanley Duttenhofer is in New 
York on a selling trip at present and 
is not expected to return for a week 
or ten days. 


McLoughlin Shoe Mfg. Co. 


Incorporated in Wisconsin 


CHIPPEWA FALLS, Wis.—Articles of 
incorporation of the McLoughlin Shoe 
Manufacturing Co., which purchased 
the building and equipment of the de- 
funct Olson Shoe Manufacturing Co., 
have been filed here with Robert M. 
Rieser, Clifford G. Mathye, and Emmet 
L. Wingert, all of Madison, named as 
incorporators. The capital stock of the 
new company is divided into 1500 
shares at par value of $100 per share, 
having an aggregate capital of $150,- 
000. Operations of the new company 
will be under the active direction of 
R. E. McLoughlin. 





More Power for Haverhill 


HAVERHILL—The Haverhill Electric 
Company is establishing a new sub- 
station in the shoe district to supply 
the growing power demand of the shoe 
and allied plants. Work has been go- 
ing on for several months on the new 
sub-station on Walnut Street in the 
heart of the downtown shoe district. 
The new three-story brick power plant 
is now nearing completion and the en- 
tire load of the shoe and allied plants 
will be carried by the new sub-station. 
lt will enable better and more efficient 
service, making provision for marked 
advancement in power consumption in 
the future. 








Now with Three Star 


New York Citry—The Three Star 
Shoe Co., shoe manufacturers of New 
York City, have made several impor- 
tant additions to their sales staff. 

Wally Weil and Mort. Seaman, Jr., 
have signed up with them and will 
travel on the road covering the more 
important cities of the country where 
better grade footwear is sold. Both 
men have had some years of experience 
in selling this grade of footwear, and 
the Three Star organization anticipates 
they will increase their business con- 
siderably with such efficient sales help. 


Lynch Is Publicity 
Man for Hoague-Sprague 


Harry P. Lynch, seu. 
president of the ‘ 
Boston Shoe Trav- 
elers’ Association, 
and | * 
“booster,” for 
many years with 
Howard & Foster 
Company, has sev- 
ered his connection 
with this concern 
and taken up his 
duties as publicity 
and personal con- 
tact man for the 
H oag ue-Sprague 
Corporation, Lynn, Mass., makers of 
the Strongbox wrapped specialty shoe 
cartons, the above concern being the 
largest makers of shoe cartons in this 
country, and owning and controlling ex- 
clusive patents for their manufacture. 

His travels will be nation-wide and 
he has been given the fullest latitude in 
his promotional work among the lead- 
ing retailers. In conjunction with his 
new connection as Eastern regional di- 
rector of the National Shoe Travelers’ 
Association, Harry will be able to con- 
tinue his activities as heretofore. 








Harry P. Lynch 





Conditions Investigated 


HAVERHILL—Commissioners Charles 
G. Wood of Massachusetts and R. A. 


Brown of New Hampshire, represent-— 


ing the United States Department of 
Labor, were in the city this week in- 
vestigating the local industrial situa- 
tion and interviewing officials of the 
Manufacturers’ association and trade 
unions. The government represent- 
atives have been in close touch with 
recent developments in the New Eng- 
land industry and as the shoe and 
leather industry appears again on the 
upward trend, they are desirous of as- 
suring harmony and peaceful industrial 
relation to promote the industrial pres- 
tige of this section of the country. 





Grenadier Pumps the Latest 


LyNN—Colella & Leighton are pro- 
ducing Grenadier pumps. 


copper and brass. 
are certainly of the size of the palm of 
a hand, are the largest ever seen in 
Lynn. Indeed, they are so big that it 
was necessary to design a shoe espe- 
cially to carry them. These Grenadier 
pumps are as swagger as a soldier on 
parade. 





WHERE TO BUY 


Women’s Novelties 








" $3.50, $4 & $5 Sellers Why not you? 


Samples sent and 
returnable at 
our expense. 

Samuel Cohen 
Shoe Co. 

atten wee 





t., 
Boston, Mass. 








Latest Styles at 
Popular Prices 





in Stock. ~ 
ST-NEW YORK 














We carry In-Stock for immediate deliv- 

ery, smartest styles of the moment in 

nn McKays—priced from $2.50 to 
‘a Samples on request. 


Aronson Bros. Shoe Co., Inc. 


213 Essex St., Boston, Mass. 
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WHERE TO BUY 


Heel Protectors 
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They have | 

the set-up of a soldier, and are adorned | ' 
with big and shiny buckles of silver, | 
The buckles, which | 








WHERE TO BUY 


Miscellaneous 








STUDY CHIROPODY 
Make 85,000 to $15,000 a Year 
© a Dester ef Surgical Chirepedy. The 
field. Study at largest foot - 


tm world. Faculty ef physicians, surgeons, eh 
Finest laboratories and equipment. Feur- 
trance uirements, 4 


catalog. 
ILLINOIS COLLEGE OF CHIROPODY 
1827 N. Clark Street. Chicage 
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WHERE TO BUY 


Store Fixtures 





GOOD WINDOW 
FIXTURES 


nd Builder 


I GOODWIN & CO. 


WVORCESTER MAS 
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WHERE TO BUY 
Ballet Shippers 








HAND 








TURNED, BLACK KID 
BALLET SLIPPERS 

STOCK 
Women's. $1.86; 

Misses’ ,$1.30 ; 
Children’s, $1.25 
Send for 2 orders Drompt- 

Bamples. attended to. 
ROTH & ROSENBERG SHOE co. 

124 N. Srd St., Philadelphia 














LYONS AND COMPANY 
Hand Turn BALLETS 






’a. Miss’. Ohd's. 
$1.45 $1.40 $1.35 

Also Hard Toes 
IN STOCK 








Im Steck Biack Bal- 
let Slippers 


Ladies’ 25 pr. 
bel eee” fi-30 pr. 
Childs’ 61.15 pr. 


8 
nce pEce ao 
New York, nN. ¥. 


a= ee 


on on Request inerw sree 























BALLET SLIPPERS—IN STOCK 

the unusual kind 

8162 Bik. Glazed Kid, Seft Tee 

aie’s 6 te 1i—$1.35 
lesed 112 te 2— 1.40 

Women’s 2 te 8— 1.45 


Also Hard Toes 
sawants ¢ HERDER, Ine. 


ts Ballet Manufacture 
241 No. 11th Street - Philadelphia, Pa. 














Baltimore Travelers 


Have Big Outing 


BALTIMORE, Mp. (UTPS)—The an- 
nual summer outing of the Balti- 
more Shoe Travelers Association, local 
branch of the National Shoe Travelers 
Association, was held at Buedl’s Park, 
Middle River, one of Baltimore’s shore 
resorts. The majority of the some 
sixty members of the association at- 
tended the affair. The day was ideal 
for an all-day outing, and the members 
gave themselves up to amusements of 
all kinds and outdoor sports as well as 
complete relaxation from business. De- 
siring to forget business for one day 
of the year the members avoided all 
formal discussions of the footwear busi- 
ness, though conditions in the footwear 
trade were discussed by individuals. 

The association had a number of Bal- 
timore shoe merchants as guests. They 
included Dave Kramer, Morris Koppel- 
nick, D. R. Braffman, Harold Lippman, 
Ellis Finkelstein, Harry M. Cohen,-Sol 


man Davis, buyer for the shoe depart- 
ments of Brager of Baltimore, also at- 


tended as guest. A number of other 
merchants and buyers were invited, but 
press of business prevented them from 
attending, as much as they would have 
liked. 

William H. Shultz, secretary and 
treasurer of the association, who was 
in charge of the outing, made all ar- 
| Samgomente. Mr. Shultz, formerly a 
vepresentative of the Dixon-Bartlett 
Company, shoe manufacturers of this 
market, is a representative of the Bal- 
timore branch of the Hood Rubber 
Products Company, Inc., covering the 
Baltimore territory. T. Paul Tankers- 
ley, a representative of the Dixon-Bart- 
lett Company, shoe manufacturers of 
this market is president of the associa- 
tion, and Milton Volk, of P. H. Volk 
Company, wholesale dealers of leather 
in this market is vice-president. 

The outing was the only activity of 
the association which broke in on the 
hiatus now obtaining. Monthly meet- 
ings which have been dispensed with 
during the summer months will be re- 
sumed in September. 








McKenna Joins the 
Dingley-Foos Shoe Co. 


Irving G. Mce- 
Kenna, formerly 
with E. E. Taylor 
Company and more 
recently with Rice 
& Hutchins, Inc., 
has joined the 
sales force of the 
Dingley-Foss Shoe 
Company of Au- 
burn, Me. Mr. Mc- 
Kenna brings to 
this well known 
house a broad rt 
perience and a eitenna 
thorough kno wl- a > 
edge of merchandising that will prove 
mutually advantageous in the coming 
seasons. Mr. McKenna’s friends wish 











Higher Prices Speeding Up 
Introduction of Fall Lines 


HAVERHILL—The local industry con- 
tinues to show remarkable midsummer 
activity and the immediate outlook is 
exceedingly bright. Medium and high- 
grade lines of shoes constitute the 
large volume of business now going 
through the plants and the favorable 
reaction to the better grades is having 
a most stimulating effect. August 
production figures, it is indicated, will 
make an enviable record. Summer 
merchandise has been cleared entirely 
by some firms and fall goods are re- 
ceiving prompt attention. The early 
introduction of fall lines can best be 
explained by the tendency to higher 
prices. 

Haverhill factories for the month of 
July produced 26,090 cases of shoes, or 
more than 25 per cent more than dur- 
ing the month of June. The tota! 
women’s shoes production of the coun- 
try for the month of June was an- 
nounced this week as 9,080,432 pairs 
of which Haverhill produced 964,548 
pairs, or one-ninth. 

Salesmen in their territories are 
sending back substantial orders on fal! 
merchandise and are optimistic in al! 
their reports. The style and colo: 
questions are practically settled and 
with higher prices threatening, buyers 
are in most cases covering their needs. 
Blacks and browns prevail in the fall 
lines, with black not seriously chal- 
lenged by the new browns. Patent is a 
leader in material and will never be 
out-run during the fall and winter 
season, according to present indica- 
tions. 








Hiram W. Barie Dead 


NEw YorK—Hiram William Barie, 
for more than 34 years representative 
of the A. E. Nettleton Company in 
New York City and other important 
cities, died in his apartment at _ the 





him the best of success in this new con- 
nection. 





New Firm Formed 


LynN—Sarra & Tucker Shoe Co. has 
been incorporated by Frank Sarra and 
Arthur I. Tucker to make McKays in 
the factory on the corner of Washing- 
ton and Broad Street, that was used by 
Cotter, Sarra & Goodrich, now in liqui- 
dation. 








Prescott Makes a Change 


J. E. Wm. Prescott, who for many 
years represented a well known Mil- 
waukee firm, recently connected with 
the Central Shoe Company of St. Louis, 
Mo., and will have headquarters in Des 
Moines, Iowa, at the Hotel Fort Des 
Moines. 


McDonald Visits Factory 


LOWELL, Mass.—Arthur McDonald 
visited the factory of the C. V. Watson 
Company toc personally supervise the 
building of a complete new set of sam- 
ples which he is now leaving with to 
show the dealers in the Pacific Coast 
territory which he covers from Denver, 











Swerdloff and Edward Herman. Nor- 





west. 


Hotel Biltmore here on Aug. 3. The 
immediate cause of his death was heart 
trouble, induced by two previous ill- 
nesses during the last three years. 

He joined the Nettleton staff in 1893. 
coming from Detroit where he operated 
a retail shoe store. His knowledge of 
retail problems, together with his ge- 
nial personality and upstanding char- 
acter, endeared him in the hearts of 
the retail trade with whom he came in 
contact. 

Henry W. Cook, president of the A. 
E. Nettleton Company, was with Mrs. 
Barie at the deathbed of her husband, 
and accompanied the body to Detroit, 
where the funeral was held. 





New Foot Schulze Salesmen 


St. Paut, MINN. (UTPS)—New 
road men have taken samples out for 
Foot Schulze & Co., manufacturers. L. 
C. Holthouse is assigned to Arkansas, 
Edward Agan in southern Kansas, 
Fred Moore in Kansas City and St. 
Joseph, Mo., territory. C. J. Wohlford 
will travel in southern Iowa and A. H. 
Larson in Montana. The former has 
been a retail merchant and Mr. Larson 
- well known as a shoe traveler in his 

tate. 
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GOLO has the imported 
mules you'll surely need 





Here are but three basic ideas from 





the wide collection of French mules 





imported, and carried in-stock, by 
Golo. 

Beautifully hand-turned mules and 
D’Orsays in rich brocades and fine 
French kid leathers. 


> 


Fine, hand-turned French Kid Mule, in American Beauty, 
Copen and Jade. A real gem in footwear from our 
Parisian factory. 






























Same as above in D’Orsay pattern. 





An exceptional Paris offering. Exquisite brocade as only 
the French can make it, in American Beauty, Old Rose, 
Copen and Jade, with a fluffy ostrich pom-pom of cor- 
responding color. Another gorgeous French brocade is 
offered in a gold and bright color combination with an 
unusual multi-colored ostrich pom-pom. 


Priced Lower Than Is Usual for Such Grades 


GOLO SLIPPER CO. 


129 Duane St., New York 
Chicago Branch Office: 1634 Republic Bldg. 
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M.T. SHAW 
EDITORIAL 
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The New 
Wholesaler 
Who Serves 


HERE are wholesalers and wholesalers. 

The old line wholesale house is out of 

alignment with modern conditions. The 
shoe trade tide has gone out and left him 
stranded on the sand. 


Modern conditions have revolutionized the 
distribution of shoes. Today the distributor 
must have some special reason for his existence. 
lt has been said with great plausibility that the 
manufacturers of shoes cannot effect complete 
distribution, but must depend upon wholesale 
houses. 


But the modern wholesaler differs materially 
from the old one. He specializes upon trade 
mark lines which are known and appreciated 
by retailers everywhere. Shoes bearing the 
maker’s name and trade mark and sold by the 
new wide awake wholesaler are like a per- 
fectly good promissory note with two finan- 
cially sound names on it. The distributor pro- 
tects the dealer and the manufacturer protects 
the distributor. 


The old fashion of wholesaling is declining 
not only in shoes but in drygoods. The mod- 
ern retailer wants to know who makes the shoes 
he sells. He recognizes the new wholesaler as 
a legitimate factor in the distribution, but is 
refusing to buy orphan footwear only mildly 
sponsored by an old line wholesale house. 


_ The wholesaler while carrying trade marked 
lines only is still an indispensable consideration. 
He carries the stock for sizing up. He is the 
friend of the retailer to whom he renders ex- 
pert service. Naturally this new wholesaler 
does not want to be classed with the old line 
concerns whose day is done. 

Selling shoes successfully is a matter of confidence. 
There must be trust and helpfulness on the part of 
manufacturer, distributor and retailer. When this is 
established all parties to every transaction are benefited. 
There is mutual satisfaction. Shoes distributed under 
this system are Trade Builders. 


Sao saoeocecosr OO Oe Ve Oe Oe in On Hg a a rn 
% 0 1ho-4$o-aho-oSo-ahe-ofo-aSe-<ho-cle-oSe-a8e-ooo-oSe-ale-1oo-slo- ale eceels 


“M-T: SHAW 


INCORPORATED 
RACINE WISCONSIN 
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| Better Looking Windows Mean BETTER Sales 


N these days of smart footwear, beautifully styled, your windows need the smartest 


kind of selling messages and the strongest of selling copy. {] Nine women in 
ten shop from window impressions. Your windows will either sell them or they 
won’t according to the kind of selling spirit that’s in them. {[ The Recorder’s 
NEw and IMPROVED “Selling Messages” are smart and full of real selling 
punch. {] They will “talk business” for you all through the day and long after 
you've locked your door and gone home. {[ Designed and created by Recorder 
experts, they have the seasonal authority of style and colors that you need today. 


The Better You TELL Them—The BETTER You Sell Them 
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-but Different / 


‘Selling Messages’ 
indows 












’ . Tear off and Mail This Coupon 
This Is What You Receive— 


WE looked a long time and discarded many types of easels before 
we selected the beautiful polychrome two-toned ones which are 
a part of this service. 


RECORDER SHOW CARD DEPT. 
189 Madison Street, Chicago, Illinois 










Please send me the “Selling Messages” for one 
year. I agree to take this service for twelve 


With your first shipment of cards you receive four easels either in months and will pay for it at $4.00 a month. 


silver or gold with your store initials hand em- 
bossed in the oval against a dark background. 
Every month you receive eight hand-designed $ 00 
cards similar to those reproduced above, with 
different shaped cards each month .. . full of 


I prefer the (silver) (gold) easels. 


This store carries men’s, women’s and chil- 
dren’s shoes and hosiery. (Cross out lines 
not carried.) 


peppy selling messages and every two months a. Name . 
100 special blank price tickets. All for...... _ s 
treet 
' RECORDER SHOW CARD DEPT. ni 
Pe 6.«s- 


189 W. MADISON STREET CHICAGO, ILLINOIS 


Please put following initials on easels 
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The 
J. C. PENNEY 
COMPANY 


Needs a Man 


HE must be successful in his present work, which is 

selling dry goods, shoes or men’s wear. He should 
be between 25 and 35 years of age. He should have at 
least a high school education or its equivalent. 

His reason for making a change should be that his 
present opportunity is growing too slowly, and he 
wants a chance to grow fast. 

His first work with us will be as a salesman in one of 
our department stores. His initial salary will be a good 

one. We ask no man to sacrifice his family’s present 
security for the future. 

But we want no man who is not more interested in 
the future than in the present. We have a right to be 
discriminating. The ordinary business grows only about 
10 per cent a year. Our business grows at an average 

, rate of 100 new stores a year. The managers of these 
stores are salesmen who have made good. Their in- 
comes are salary plus a share in the profits of their own 
store plus an opportunity to share in the profits of all 
the other J. C. Penney Company stores, which now 
number 885. é 

We know of no other business where the rewards are 
so large. ‘ 

We invite confidential correspondence from the best 

oung retail salesmen in the United States. Do not 

Lesitace for fear the place may be filled. Our stores are 
being opened so fast that opportunities are constantly 
occurring. It will pay you to have your letter on file. 
Be sure to give your age and experience—and ask for 
our new booklet, ‘‘Your Next Ten Years.”’ 


Address personally, Wm. M. Bushnell at our 
New York office, or E. M. De Moss at our 
St. Louis office—whichever is nearer you. 


The 


J. C. PENNEY 
Company 


$30 West 34th Street 
New York City 


Room 1502A 


1010 Pine Street 
St. Louis, Mo. 


Room 1049A 
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~~~ and Now- 
a PNEUMATIC 


AY Rein 








Inflated by the 
user according to 
his needs. 

e 


Two models: Longi- 
tudinal as shown— 
also metatarsal. 


Gently and Gradually Raises the Arch — 
A Steady, Consistent Profit Winner for you 


Virtually, half of the population of this country 
suffer from foot troubles—many of them result- 
ing from fallen arches. Pneumette, the pneumatic 
arch support, widely sold throughout Europe, is 
now being introduced in this country—an almost 
limitless market. 

The Pneumette consists of a pneumatic rubber 
cushion attached to a leather sole. This cushion 
equipped with a small pneumatic valve, is easily 
inflated to the desired pressure by means of a 
small pump—which is furnished with each pair. 

It has seven outstanding features not possessed 
by any other arch support. 

. Adjustable to the individual needs of the wearer. 

. Protects and eases the arch. 

. Light as a feather. 

- Keeps shoe in shape. 

. Unbreakable. 

. Non-slipping. 

. Interchangeable—fits any style of shoe. 

When you sell Pneumette, practically every 
other person coming into your store is a prospect 
—even though that person may be wearing a 
different type of arch support. 

Learn more about this efficient, profit winning 
pneumatic arch support. Write us today! 


“Oneumett 


REG. U.S. PAT. OFF. 


PNEUMATIC ARCH SUPPORT 


PNEUMETTE, Inc. 


299 Broadway New York City 





( 
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SAKS OFFERS 


GUN METAL PATENT—BLACK & BROWN SUEDE 
\ BLACK LIZARD—PATENT—ALLIGATOR 


The Outstanding Novelties 
for Early Fall 





IN STOCK 


No. 363—Gun metal patent regent, high SY 

grade turn, Kid lined, mod. toe, Size Scale 

spike heel $4. 

Ne. "son ame with 15/8 baby pom A4 to 8 Ne. 359—Gen. brown suede, saiyige wrap 

No. —Same ‘as 363 in biack patent... 4. wae mo en 

No. 3458s ame as 363 in black satin.... 4. 1 grade turn, Kid lin ed, mod, toe, 14/8 

Ne. 3ae— Same as 363 in gen. black B—3), to 8 on a hee . Reape ag a aa ve 
C—3 to 8 No. A-317—Same in amber alligator calf. 4.60 

No. 354—Same in black lizard calf...... 4. 
Ne. 304—Same in black patent. 


M. a ‘SAKS SHOE CORP. 


144 Duane St. New York 
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Modernism 


The shoe mode of the new sea 
son is marked by simplicity in 
patterns. This is not a disad- 
vantage to “In Step with 
Fashion” shoes as it enhances 

Smart Trade the beauty of lines and work- 
manship and adds a piquant 
charm to a line already out- 
standing in its modern smart- 
ness. 














Made to Order Only 





Four to Five Weeks Delivery 


WAL LAMPIE SIRIOE CO. 


ST.LOUI S_ ___ Manufacturers 
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Monday of the week of publication in order that 
Otherwise insertion will be put over to the following week’s issue. 


OTHERS 
7c per word. Minimum Charge $1.25 








Classified and Opportunities Department 
RATES AND OTHER INFORMATION 


Spar snes ba eateel 2 Se Sivas 20d Shas Receeieg, Se Set Be, Beans Pin, om 
advertisements be published same week. 


When advertisers desire answers to come in our care 
twelve words must be allowed for address. When ad- 
vertisers desire replies forwarded direct to their address 
each word of their address must be counted in the ad- 
vertisement and paid for accordingly. 


Payment in advance is required, except when regular 


ALL DISPLAY SPACE 
Five dollars per inch. Allow 45 words to an inch advertisers, as amounts are too small to open accounts. 














SALESMEN WANTED SALESMEN WANTED 


SALESMEN WANTED 











Experienced wholesale shoe salesmen with road record, for following 
territories: 


Texas Louisiana and Mississippi 
Greater New York Kentucky and Southern Ohio 
Pennsylvania Tennessee and Mississippi 
Illinois Nebraska and South Dakota 
Kansas and Missouri 


Men’s quality line with extraordinary possibilities. This line has enough 
selling features that it can be SOLD D irrespective of conditions, by men who 
have sales ability Only complete line of men’s shoes in United States to 
retail at $7.50. Equal in value to anybody’s $10.00 shoes. 

If you have a record and will state last three years’ records definitely, 
we have an actual opportunity for you. High type men only need apply. 
Photo. Sensible a. Address C-969, care Boot and Shoe Re- 
corder, 207 South St., Boston, Mass. 





‘Every Pair Absolutely 


Guaranteed”’ 


It doesn’t take a “High Pres- 
sure” Salesman to produce volume 
when you offer a merchant this 
line of Milwaukee Work and Dress 
shoes that is Absolutely Guaran- 
teed, and then help him sell them 
with a strong Advertising Cam- 


ign. 

We have several choice terri- 
tories open. 

Good proposition for salesman 
who will work. Write, giving full 
record. 

Steven Strong Shoe Company 

Milwaukee, Wisconsin 

















Salesmen Wanted The Boardman Shoe Company 
has openings in Middle West and the 
Two or three salesmen in New England, 
New York- State, Pennsylvania and Ohio South for experienced salesmen, with 
to carry a high-grade line of children’s established trade, to sell women’s novel- 
year Welt play. shoes carried in ties and staples in stock, on straight 
stock. commission. Give full details and refer- 
ences in first letter. Address 564, 
a. Atlantic Ave., Boston, Mass. 











HIGH GRADE SALESMEN 
WANTED calling on better class shoe trade to carry line 


Man to carry side line of ladies’ fine imported (Austria) Pullman Slippers as ite 
McKays from $3.75 to $4.85. Strictly Established trade largest accounts in U. 
7% commission. State line you now Stocks carried here. Chicago and all iat 
handle and territory you cover. . Strictly commission 
permanent—opportunity share in large earn 
Phipps Moorhead Shoe Mfg. Co. ings _ ineiaens ted Bete. State details, 
tel 'y covered, etc. . ver. 
3700 East 12th Street ~ 06 225 No Michigan Ave., Chi: 
go, til. 


Kansas City, Mo. 

















ALESMEN—Calling on out-of-town depart- 
WE have territories open for several good ment stores, chain stores and better grade 

salesmen for our line of shoe store acces- retail stores ” represent manufacturer and 
sories, strictly commission, os a liberal one. importer of rhinestone, cut steel and_ steel 


Ho a o, Rent in Au —" T. GILBERT beaded shoe buckles. 15% commission. Terri- 
hester . tory and references in first letter to receive 


consideration. Address D-3, care Boot and Shoe 
WASHINGTON, “OREGON, Kin Ou Recorder, 207 South St., Boston, Mass. 


NOR THERN TEXAS, MINNESOTA, WIS- WAN TE D— Experienced shoe salesman. 
CONSIN, IOWA NEBRASKA, WESTERN Opportunity for permanent position and 
PENNSYLVANIA and OHIO. Fast repeating advancement with one of the largest retail shoe 
beautiful line infants’ flexible turns. 28 num- merchants in Virginia. State age, experience 
ers, all in stock. No unpacking. Instant and references. Address D-2, care Boot and 
pa sarn on ~~ = case. —— 77 com- Shoe Recorder, 207 South St., Boston, Mass. 
reference. 
SCHUYLKILL SHOE COMPANY. Orwigs- RETAIL one salesman wanted for outside of 
burg, Pa. Boston. Must be capable’ in all depart- 
ments. One that can trim windows preferred. 
LESMAN WANTED to carry men’s line, Address C-998, care Boot and Shoe Recorder, 
twenty-eight shoes in stock, imported and 207 South St., Boston, Mass. 


domestic calf skins. English calf Tined, $3.50; 

kips, $3.00. No drawing accounts—straight ANTED—Salesmen with established trade 
commission 6%, advances each week of % to represent us in Alabama, Mississippi 
of commission earned the week before on and Ohio. We have the largest and fastest 
accepted orders, the other 25% on agreed basis. selling line of women’s novelty shoes in the 
Two territories open, (a) Texas, (b) Indiana country, selling at one price of only $2.85. 
and Kentucky. rite, giving full details, in- Liberal commissions and wonderful proposition 
to men of proven ability. SPECIAT. SHOF 


cluding references in first letter. Address 
onrany. 1332 Washington Ave., St. Louis, 




















C-988, care Boot and Shoe Recorder, 207° South 
S4., Boston, Mass. 


ANTED—Salesmen with established trace 

to sell fast moving line of women’s novelty 
McKays priced at $3.35 to $4.50 in Arkansas, 
Mississippi, Alabama and Pennsylvania. Money 
making proposition for the right man. SHU- 
STILES, _INC., 1330 Washington Avc., 
St. Louis, Mo. 


WANTED—An experienced shoe salesman for 
California and the Coast to sell the reiail 
trade. Our line consists of infants’, children’s 
and misses’ turns and Goodyear welts. Can jx 
sold in connection with other lines. We sell 
on commission only. References require. 
ROHRER & CO., Orwigsburg, Pa. 


ALESMAN with established trade by a fas 
Gone Philadelphia jobber selling ladi 
novelties from $2 to $3 for Central and W:< 
ern Pennsylvania. Address C-996, care Box ) 
a Shoe Recorder, 207 South St., Bost 
ass. 


ALESMEN carrying ladies’ shoe line want 

to carry complete line of shoe ornaments 
a side line. Valuable territories open for co 
sideration. Write to PHILADELPHIA SH) 
ee 1541 N. Seventh St., Phil 
>a. 














XPERIENCED shoe salesman to cover t 

states of Tennessee, Kentucky, Mississip)i, 
Alabama, Georgia, Florida, North and Sout 
Carolina with a Middle-western line of men's 
dress welts retailing from $4.00 to $7.00. We 
prefer a man with established business in this 
territory. Give age and experience. Address 
C-991, care Boot and Shoe Recorder, 207 Sout! 
St., Boston, Mass. 





FOR LEASE 





I HAVE several men’s and ladies’ 100% s! 
locations available. For information, pl« 
advise to D-1, care Boot and Shoe Recor: 
207 South St., Boston, Mass. 





LIVE men’s clothing and_ furnishing st 
100 per cent location in Wheeling, W. 
Will lease space for popular priced men’s shi 
Prefer nationally advertised line. Add: 
C-993, care Boot and Shoe Recorder, 207 Sou! 
St., Boston, Mass. 


\ 
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“BUSINESS OPPORTUNITY BUSINESS OPPORTUNITY SPACE WANTED 


_ 









SPACE WANTED 


for SHOE DEPARTMENTS in 
Department and Ready-to-Wear stores 
carrying popular priced merchandise. 
Must be active stores. Answer giving 
full particulars to D-4, care Boot 
and Shoe Recorder, 239 W. 39th 
St., New York. 





Professionalize Your Service,—Study 
PODIATRY CHIROPODY 
A School in Boston, Massachusetts 


Customers everywhere want profes- profession can be studied in carefully 
sional advice on the scientific treatment supervised clinics. Special clinics for 
of their feet. Progressive shoe mer- children, industrial employees, etc. En- 
chants are gaining more customers and trance requirements—4 years’ high 
selling more shoes by offering this new school or equivalent. Write for cata- 
personal service. Study Podiatry. This log. Administration Office. 
interesting, independent and lucrative 


SCHOOL OF PODIATRY 
473 Beacon Street, Boston, Massachusetts 



































WANTED TO PURCHASE 


CASH PAID 


for entire shoe stocks or surplus stocks of 
shoes or other merchandise. Any quantity. 






























= = ————— Prompt attention given. 
POSITION WANTED POSITION WANTED KIRSCH-BLACHER CO., Inc. 
> 622-624 Broadway, New York, N. Y. 












Phone Spring 1443 


WE KNOW THE MAN HIGHEST CASH PRICES PAID 
YOU NEED FOR VOLUME BUYING a 


Retail or wholesale. Short term leases taken 
























Modern shoe buying requires knowledge, character and the keenest of ability. off your hands. Wire or phone us. Corre 
To the large department store, or group of stores who require maximum service spondence confidential. — 1890. 
in shoe buying, we would be glad to refer a man with years of experience, MAX Gi 
5 an “ 436 Grand Street, New York City 
superb reputation, rare ability and splendid character. We also purchase clothing, hats, furnishing 
goods, etc. Dry Dock 0852 











If you will address us (in confidence), we 
will be glad to give you further details. 







































GLASER & MARKS, Inc., Advertising Agency 
230 Boylston St., Boston, Mass. Sell Us Your Left Over 
New Yoru Exroat Puacuasine Coar. 
596 Broadway, N. Y. City 
OSITION WANTED:—Live wire; buyer and Or Entire Stock Sun 
P’ merchandiser, knows. all" markets,” either LINE WANTED Cash 








Can produce turnover and _ profits 






































ences. 
Address C-981, care Boot and Shoe Recorder, VAILABLE in Se i 
ptember. Energetic ex- 
207 South St., Boston, Mass. Perionsed, Sostuens ofermen with thorough 
» “ ; nowledge of all lines. ell developed follow- 
UDITOR—As executive wants connection ing in Maine. References well known con- GLASS EYES 
with chain shoe store or home office and cern. Seeks reputable manufacturers’ line. 
branches. Years of experience in this capacity, Address C-979, care Boot and Shoe Recorder 
responsible, live wire, furnish best of refer- 207 South St.. Boston, Mass. . : 







ences, age 26. Address C-995, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 


ANTED—Position as manager or assistant HELP WANTED 


manager of retail shoe store or department. 

Fifteen years’ experience in progressive family 
shoe stores. Comprehensive knowledge of both 
buying and woe — es meee, 
Furnish best of reference. alary establishe 
after proving ability. Address C-990, care Boot EXECUTIVE 
a Shoe Recorder, 207 South St., Boston, If you are a thorough shoe man, 
Mass. about 35 years old, have chain- 
store executive experience in the 
popular-priced _— Fy know how STORE SUPPLIES 
to organize, merchandise and super- 
LINE WANTED vise, we have an opening. Our 7 ~ 
—— requires a man fully 
TRONG li men’s ular priced welts quale or the state of Ohio. 

ae ten, it iced alana? and grow- State record fully and give history 
ing girls’ welts or McKays for New York City of © performance. Address 
and vicinity. Have following with better trade. C-992, care of Boot and Shoe Re- 
Eight years with one house. Address C-999, corder, 207 South St., Boston, Mass. 
care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 




























G. SCHOEPFER 
16-18 West 36th St., 
New York, N. Y. 











KITTEN EYES 





















































EVERY 


ANTED — Snappy line popular _ priced ae 
W women’s novelty McKays in stock by live FOR SALE KNOWN TYPE 


salesman with headquarters in Pittsburgh, ‘a 











































travel by auto. Have established trade in 
Western Pennsylvania, West Virginia and R SALE:—Walk-Over Boot Shop. Easy DISPLAY FIXTURE 
eastern Ohio. Can furnish good references. terms. Muncie, Ind. 
Address C-997, care Boot and Shoe Recorder, 
207 South St., Boston, Mass. OR TRADE—200 acre Illinois fruit and 
os grain farm. Good location for general store. 
NOVELTY line of women’s McKays, $5.00 Address C-989, care Boot and Shoe Recorder, 
to $7.00 retailers. Iowa, Nebraska, Minne- 207 South St., Boston, Mass. 








sota or Dakotas. Must be snappy. Address 
























¢ 994, care Boot and Shoe Recorder, 207 South 
St., ; * 
pr ne Information for Shoe Merchants 
‘ALESMAN with eight years’ experience in The advertising pages of the Boot and Shee 
S Iowa wants a popular priced ladies’ novelty Recorder constitute an almest inexhaustible source 
line. Can furnish A-1 references. Address of information as to where and what to buy 
€-987. care Boot and Shoe Recorder, 207 South ‘They sre worthy of your closest sttentien. 









St., Roston, Mass. 
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MERCHANT NEEDS MERCHANT NEEDS MERCE iNT NEEDS 











a ——_ Stop—Read This Out Loud 
“VARNUM” enn PY 


(Trade Mark Reg. U. 8. Pat. Off.) 


G 
The original and foundation size 
stick on which all shoes were first 
measured and lasted. 
. MOST ACCURATE Hh 


AND POPULAR MANY SALES ARE MADE ON THE SIDEWALK” 























SIZE STICK TODAY Write on Your Letterhead 


Marked with stand- 

wd American,| || 1 he Oscar Onken Co. , cincinnati,O. 

eee eae No. 611 W. ath Street 

styles — 1 — 2 — 3. 

Made of best qual- 

nickel plated trim | | ADVERTISING NOVELTIES 

nickel plated trim- _ _ : 

mings. and SPECIALTIES eeeeery = Milbradt 
RETAIL SHOE COMPLETE LINE. WE HAVE IT. WE —— Ladders 


STORES USE a a on 


No. 3 W. E. FOLLIS ADVERTISING SERVICE 3 S| made for 40 years 
189 N. STATE STREET | CHICAGO Ee He by the original in- 


$1.50 Each = ==) +ventors. 


Made in all styles 
to suit any shelving 
condition. 


Get our price before 
placing your order 
Milbradt 
Manufacturing Co 


2416 No. 10th Street 
ST. L CUIS, MO. 


pas 











v2 


























Wa |B) nmannnqaasanno 





Be sure it is a “Varnum” for most 
accurate and simple measuring. 


F. W. Whitcher Co., Mfrs. 


Boston, Mass. Chicago, Il. 


rtf 


2a ae | 
ANIL Stree 
UTE 

















“MANCHESTER” 


(Trade Mark Reg. U. 8. Pat. Off.) 


CURVED JAW NIPPER 


Just the Tool for That Tack 


mss vie ht | fl 933 ARCH ST. 
= tacks ST ieuas PHILADELPHIA, PA. 
of shoes. ‘ 


“Manchester” 
frade Mark Be. Uv. 6. 
Pat. Of. 























aippers are made of 
high-grade tool steel, 
nickel plated, with a 
curved jaw that en 
ables you to cut the 
tacks close to the in- 
sole. H-W reed and fibre furniture offers 


Be ee pol ESTABLISHED = 1890 many possibilities for fine shoe store 


a seating. The above chair, in a beau- 
“MANCHESTER LAB E L tiful finish and upholstery, will 
curved jaw when or. and help to create an attractive, ap- 


dering. SHOE CARTONS pealing atmosphere in your store. 


Write us direct if Write for inf ‘ eth 
your dealer cannot EXCLUSIVE BUT NOT EXPENSIVE tite for information and prices. 


supply you. SAMPLES UPON REQUEST er 
Price, $4.00 = Heyuced-Yf akefield 
" FRANK C. MEYER Co... CTT D2 toh hc A 
e ecules sizs Pea Baltimore, Md.; Boston, Mass.; Buffalo, 
Frank W. Whitcher Co. 2%3-271 LEXINGTON AVE . BRODKLYN. WY N. Y.; Chicago, Ill.; Kansas City, Mo.; 
Patentees and Manufacturers AMERICA'S GREATEST Los Angeles, Calif.; New York, N.Y.; 


6 LM Philadelphia,Pa.; St.Louis,Mo.; Port- 
Boston, Mass 161 7 Lake St an ase ann Pa wei nd, Oregon; San Francisco, Calif. 


waHIA tT HM 
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styles 
elving 
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EK 
“CUSTOM ORDERS” 


A BOOK—PLUS 
50 ORDER BLANKS 
AN EASY WAY 

TO ORDER 
SPECIAL PAIRS 


IN 
STOCK 


36 Pair Cases 


For our subscribers and other merchants who must 
occasionally measure feet for custom-made shoes 
and order same, we have prepared a book of simple 
rules and advice, followed by special order blanks. 








A. W. GREELEY 


12 Duncan Street - - - Haverhill, Mass. 





Tell Your Jobber 


You want Greeley Boudoirs, the ac- 
cepted, standard, sensible black or col- 
ored kid house slipper. Made with 
leather or rubber heels. Carried in stock 
for at-once delivery. Your 
If not, 







jobber has them. 
wire us or write. 







Deliveries At Once 
















We do not encourage “special pairs to order.” But 
they are bound to be demanded once in a while in 
any store, and it is good business to measure and 
fit the customer in a professional way. This book 
makes this ordinarily difficult job an easy one by 
clear directions and illustrations. 


The Special Custom Order blanks are made in du- 
plicate so the merchant has a permanent record of 
the measurements of both feet, with all other neces- 
sary data. 

This is a limited edition of a handy book. While 
it lasts the price is $1.00 a copy. Money must be 
sent with order in every case. Address 

























Price $1.00 
Must Be Sent With Your Order 


Boot and Shoe Recorder Pub. Co. 
207 South Street, Boston, Mass. 











BROOKS BALLETS 
NO. 600 BLACK KID 


MADE ON RIGHT AND LEFT LASTS 


io. 6“ Street 

















Woman’s 214 to 8 $1.45 
Misses’ 1114 to 2 1.40 
Child’s 6 to 11 1.35 
WHITE KID 30c EXTRA 


















IN STOCK 
Write for complete catalog 
* a 0) ar) 


a 
CB, BO) ey © ge Re og 2 I 
Philadelphia, Pa 



















By Paul Jones, of the Common- 


suming the current take-off of hides 
plus 1,000,000 hides a year out of 
old surplus. The old surplus is used 
up. The current take-off is light 
and roughly a million less hides a 
year are at present available than 
were available during the years 1920 
to 1926. 

“Therefore, heavy steer hides have 
advanced from 15c to 23c, cow hides 
from 13%c to 20c, and city calf 
skins from 171%4c to 24c—about 50 
per cent in the past five months. 

“Leather costs have of necessity 
been increased and the prices today 
are from 4c to 10c a foot over six 
months ago. The best judgment 
among shoe manufacturers and 
leather people is that these prices 
will be no lower. 

“While to date we have practically 
maintained our former prices in the 
face of these advances, our contracts 
at old prices are now filled and pur- 


Why Shoes Will 
Cost More 


wealth Shoe & Leather Co. 


A number of leading maufacturers 
have shown to the trade why an in- 
crease in cost price of shoes is tm- 
minent. To the customers of the 
Commonwealth Shoe & Leather 
Company, Paul Jones has written 
the following: (Editor’s Note.) 

“Within the next few weeks we 
shall ship the greater part of the 
fall shoes. Before you put these on 
sale perhaps it would be well to face 
the facts regarding hide and leather 
and shoe prices today, and for the 
next ninety day period. 

“It has taken this country seven 
years to clean out the accumulation 
of hides and leather left at the de- 
flation in 1920. At that time the 
Department of Commerce figures 
showed above 10,000,000 pieces on 
hand. Today around 3,000,000 are 
¢. hand, or about forty days supply 
—well under normal. In other words, 
for seven years we have been con- 


ket—from 15c to 25c a pair above 
last spring. 


quote only on deliveries of October 
15 or thereafter.” 








chases today are at the present mar- | 


“Both our factories are sold out! tion of shelving was achieved. This 
for all the goods we can produce | was used as a background for a dis- 
this season and we can therefore| play of Matrix Shoes in such a 








Using Mottoes to Sell 
Shoes 


OUSIN’S SHOE STORE in 

Lowell, Mass., has a number of 
pithy sayings in the windows and up 
around the walls. The best one is, 
“No trouble to show shoes. No shoes 
to show trouble.” Mr. Cousin tells 
me that this card has provoked more 
grins and subsequent purchases than 
any other he has used. Perhaps it 
would not be a bad scheme for some 
of you other merchants to exchange 
clever wordings with him. The 
columns of the RECORDER are open to 
you, so shoot. 
















New Use for Wallboard 


HE SHOE CRAFT SHOP in 
Danville, Va., took a piece of 
wallboard that just fitted in the back 
of the window. By pasting carton 
and cover labels in regular order on 
the board, the appearance of a sec- 













manner as to attract considerable at- 
tention. 
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The Boot and Shoe Recorder 


Serves in 


Getting More Shoes Sold Right; not only “more” but “right”; sold 

for the. right purpose, to the right wearer, in the right fitting, for the 

right price, at the right profit. This is the great problem of the retail 

shoe merchants. The chief purpose of THe Boot anp SHOE REcoRDER 

is to help solve it; for this is the basic problem upon which depends 

the progress of the entire allied industries relating to shoes and leather, 
their production and distribution. 


In this Issue— 


AN OUTSIDER’S VIEW OF LEATHER ; 
PRICES What Wall Street Thinks 


A Stock Exchange Member An- 
alyzes the Market. 

REACHING OUT FOR NEW TRADE.... 

THE VOICE OF THE RECORDER 

BETTER CARE OF THE FEET 
New Campaign Planned. 

FALL OPENING 
What’s What in Garments and 
Accessories. 

MAKING EverRY DOLLAR BRING Two. Merchandising Plans 
Three Pages of Specific Plans for 
Merchandising During the Fall 
Season in Small, Medium and 
Large Stores. 

STYLE Is OFTEN “THE BUNK” 
How One Man Sells the Same 
Pattern Over and Over Again. 

THE RETAIL SHOE SALESMAN 
How One Girl Smiled Her Way 
to Success. 

BusINess MEN Say “LeET’s Go’’.... 
A Review of Current Trade Con- 
ditions. 

SHOE MERCHANT NEWS 

SHOE MARKET NEWS 


OTHER REGULAR FEATURES. 


Coward Starts Expanding 
Opinions of the Editor 
The Chiropodists’ Convention... 


Authentic Style Information ... 


Jim Craig’s 


By Helen M. Haney 


By Archer Wall Douglas 





GETTING MORE 
SHOES SOLD RIGHT 


THE BooT AND SHOE RECORDER PUBLISHING CoO. 
207 SoutH STREET, BOSTON, MASS. 
EVERIT B. TERHUNE, President 


WILLIAM M. LEBRECHT GEORGE W. R. HILL 
Treasurer Vice-President 


H. WALTER SCOTT B. C. BOWEN 
Vice-President Vice-President 
ARTHUR D. ANDERSON 
Secretary 
Directors of the corporation, in addition to 
the above-named officers, are as follows: 
CHARLES H. FuRBER 
D. NORTHROP 





Hueu M. Bowzn 


A. C. PEARSON 
P. M. FAHRBENDORF 


Owzn A. THOMAS R. 








SUBSCRIPTION RATES 
The subscription price of the Boor anp SHom Recorpmr is $3.00 for one year in advance, which 


Includes postage in the United States, its possessions, Canada, Mexico, 7 and its colonies 
and th America (excepting Venezuela and the Guianas, which is ~ ste 


FOREIGN SUBSCRIPTION—The price to all foreign countries except the above is $6.00 per 
year including postage. 
All subscriptions are payable in advance. Single copies 25 cents. 


When writing about changes of address, lease give us the old as well as the new address, 
and please give us three week’s notice before the change is desired. 





request for ag of address must reach us at least thirty ange before the date of issue 
oun which tt is to take effect. y — A copies cannot be sent to replace those undelivered 
area have Soe hk advance notice. With new address be sure also to send us 
he old one, inolosing tf possible your ‘ess label from a recent copy. 


Bntered ss second-class matter Sept. 19, aS ae + a eS ee a 
Member of the Audit Bureau of Circulations 
WUember, Associated Business Papers, Inc. 
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A buying guide to 


BOOTS AND SHOES 
Alden, C. H., Abington, Mass 


Aronson Bros. Shoe Co., Inc., Boston 


Baker, Geo. W., Co., Brooklyn, N. Y 
Best-Ever Slipper Co., Ine., Brooklyn, 


Blog Shoe Co., New York City........... 


Brockton Co-operative Boot and Shoe Co., 
Brockton, Mass. 


Brooks Shoe Mfg. Co., Phila., 


Cantilever Corp., Brooklyn, N. Y 


Churchill & Alden Co., Brockton, Mass., 
+ 4th Cover 


Clapp, Edwin, & Son, Inc., E. Weymoth, 


Cohen, Samuel, Shoe Co., 


Commonwealth Shoe & Leather Co., 
man, Mass. 


Copeland & Ryder Co., Jefferson, Wis.... 
Creighton, A. M., Co., Lynn, Mass...... 
Cushman-Hollis Co., Auburn, Me 


Dingley Foss Shoe Co., Auburn, Me 


Drew, Irving, Co., Portsmouth, Ohio, 
Front Cover 


Duane Shoe Co., New York City 
Duttenhofer, Stanley, Shoe Co., Cincinnati, 


Elam, F. 8S., Shoe Co., Rochester, N. Y... 
Emerson Shoe Mfg. Co., Rockland, Mass.. 


Ferris Shoe Co., Phila., Pa 


Golo Slipper Co., New York City 
Greeley, A. W., Co., Haverhill, Mas...... 


Haseltine, Ernest D., Co., Newburyport, 


Heywood Boot & Shoe Co., Worcester, 


Johnson, Stephens & Shinkle Shoe Co., 
St. Louis, Mo 2nd Cover 


Julian & Kokenge Co., Cincinnati, Ohio.16-17 


Lampe, W. H., Shoe Co., St. Louis, Mo.. 
Lax & Abowitz, Brooklyn, N. Y 

Lewis Shoe Co., No. Abington, Mass... .56 57 
Lilly, Henry, New York City 


Lyons & Company, New York City 


Mayer, F., Shoe Co., Milwaukee, Wis.... 
Menihan Co., Rochester, 
Merchants Shoe Co., Boston............ ; 


Metropolitan Slipper Co., New York Cit: 


Nettleton, A. E., Syracuse, N. Y 
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Our Advertisers in this Issue | 


38., 
th Cover 
10th, 


it Cover 


=o 
io 


Cover 


». 16-17 


Packard, M. A., Co., Brockton, Mass 


Paristyle Footwear Mfg. Co., Inc., B 
lyn, N. Y 


Peters Branch of I. S. Co., St. Louis, Mo. 
Premier Shoe Co., Brooklyn, N. Y 


Reynolds, Bion F., Brockton, Mass 

Rice & Hutchins, Inc., Boston 32 
Richards & Brennan Co., Randolph, Mass. 70 
Roth & Rosenberg Shoe Co., Phila., Pa.72, 74 


Saks, M. J., Shoe Corp., New York City.. 
Schwartz & Herder, Inc., Philadelphia, Pa. 
Shaw, M. T., Inc., Racine, Wis 

Smith, Wm. Sumner, Chicago, I! 
Stacy-Adams Co., Brockton, Mass 

Stetson Shoe Co., So. Weymouth, Mass... 


Swan Shoe Co., Baltimore, Md 


Unity Shoe Co., Brooklyn, N. Y 


Weimer, Wright & Watkin Co., Phila., Pa. 58 


Weyenberg Shoe Mfg. Co., Milwaukee, 


is. 
Wohl Shoe Co., St. Louis, Mo 
Walton, A. G., Co., Chelsea, Mass........ 


LEATHER AND OTHER MATERIALS 


American Hide & Leather Co., Boston.... 64 
Beggs & Cobb Co., Boston, Mass 

Creese & Cook Co., Boston 

Evans, John R., & Co., Camden, N. J... .18-19 


Gallun, A. F., & Sons, Milwaukee, Wis. .49-56 
Goodyear Tire & Rubber Co., Akron, Ohio.30-31 


Hubschman, E., & Sons, Inc., Phila., Pa.. 20 
Hunt Rankin Co., Boston, Mass 


Rueping, Fred, Leather Co., Fond du Lac, 
Wi 


Quaker City Morocco Co., Phila., Pa 
Standard Kid Co., Boston 

Sterling Fibre Board Co., New York City 
Surpass Leather Co., Boston and New York 


United States Leather Co., New York City 


West Virginia Pulp & Paper Co., 
York City 


| 
| 
| 
| 
| 
| 
| 
| 
| 








FINDINGS AND SHOE STORE SUPPLIES 


Follis, W. E., Adv. Service, Chicago 


Frankel Display Fixture Co., New York 


Goodwin, C. L., & Co., Inc., Worcester, 


Heywood-Wakefield Co., Wakefield, Mass.. 82 


Milbradt Mfg. Co., St. Louis, Mo 


Miller, O. A., Treeing Mach. Co., Brock- 
ton, Mass. 


Onken, Oscar, Co., Cincinnati, Ohio 


Pneumette, Inc., New York City 


Ramey Heel Protector, Memphis, Tenn... 


Segall & Co., Philadelphia, Pa 


Whitcher, Frank, Co., Boston 


MACHINERY, LASTS, MFRS.’ SUPPLIES, 


DRESSINGS, ETC. 


Beckwith Mfg. Co., Boston 


Corticelli Silk Co., Holyoke, Mass........ 58 


Schoepfer, G., New York City 


Boston, 
14, 28, 48 


United Shoe Machinery Corp., 
3rd Cover, 


Whittemore Bros., Cambridge, Mass...... 66 


MISCELLANEOUS 


American Telephone and Telegraph Co... 


Glauberg, Max, New York City 


Illinois College of Chiropody, Chicago.... 


Kirsch-Blacher Co., New York City 


Meyer, Frank B., Co., Ine., Brooklyn, 


New York Export Purchasing Corporation, 
New York City 


Penney, J. C., Co., St. Louis, Mo 
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Next Week 


you will find 


in the 


\ 


Boot and Shoe 
Recorder 


We 


survey of 


PENING the fall season. 

present a national 
the opening style numbers selected 
geographically to give the picture 
of what merchants will show to the 
American public at the inaugural of 
the new season. 


HAT the American public has 

money for footwear is borne out 
by information gleaned by telegraph 
showing the situation at retail all 
over the country. There is a form 
of prosperity that is communicating 
itself into the sale of more shoes to 
men. 


HE Well Dressed Man and His 

Shoes—a monthly feature indi- 
‘ating that there is a definite inter- 
est in dress-up on the part of men. 
Read what A. G. Peine, vice-presi- 
dent of Alfred Decker & Cohn, Inc., 
has to say about teaching the con- 
sumer to want more shoes. 
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DOUBLE-DUTY LACES 


A shoe lace is a small 
thing of great impor- 
tance. 


CORDO-HYDE LACES 
are of greater importance , 
than any other. 


They do double duty: , 


Giving your cus-_ £ 
tomer months 
of addition- 
al wear— 














aay Giving 


-- you an 
additional rep- 
utation for quality 
merchandise. 


Your manufacturer will 
be glad to equip your 
aoe with CORDO- 


HYDE laces if you merely 


specify them. 
It’s an easy way to ex’ 
tra sales and profit. 


O. A. MILLER TREEING MACHINE COMPANY ff 
1% 


Lace Division Brockton, Mass 
































